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NATIONAL VOICE OF THE TRADE 


leadership in the men’s shoe field. 


Constructed of top quality materials, 
incorporating extra comfort features 
such as Mello-Stride and Cushion-Step. 


Designed for particular men. 


Backed by an impressive national 
advertising campaign. 


For complete information regarding nationally 


advertised John C. Roberts Shoes write .. . Friedman-Shelby 


Division of International Shoe Company 
St. Lovis 3, Missouri 


Worlds La gest Shoemakers 











ne Word gathers up the entire story 
of the tanning of fine calfskin 
. a name synonymous with superlative 


quality, fidelity of color and 


pefcion of fick --- Da mdrite 














De Lise Debs 


*“TONI” 
A dressy tailored sling pump on the 
wall-toe last; the sole underscored for 
a dashing accent. 21/8 covered heel. 


Shoe made by 
SAMUELS SHOE 
COMPANY 


ST. LOUIS 





featuring Hubschman's 313 RED CALF 
with mellow antique finish 











E. HUBSCHMAN & SONS, INC. | biatolohiic 
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Symbol of 


Mayor General James M. Gavin, commanding general of 
the 82nd Airborne Division, receives a symbolic wooden 
shoe from a group of Dutch children in ceremony at 
Waldorf-Astoria Hotel. Presentation was made by Ingrid 
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Liberation 


Groen, 6, of Malverne, Long Island, in behalf of American 
Relief for Holland, Inc., as a token of appreciation for the 
Division’s liberation of the Netherlands, following the long 
period of occupation which began with the Nazi invasion. 
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Live of the Irauk 


M. J. ROSENFIELD, owner of 
The Bootery in Elmira, New York, 
says: 

“The outlook for the shoe busi- 
ness is so tied up with our planned 
economy and the rules and regula- 
tions growing out of the war that it 
is hard to predict any great im- 
provement unless restrictions are 
relaxed. Things can get back to 
normal only when government 
agencies stop running the shoe 


“I realize that ‘normal’ can mean 
all sorts of things. It all depends 
upon what we call normal—what 
years we select for our base period. 
Most of us would be satisfied with 
a return to conditions as they ex- 
isted in the shoe industry before 
the war. But it is going to take a 
lot of adjustments before we can 
get back to that status. It will re- 
quire more materials, greater pro- 
duction of shoes and more freedom 
for the businessman to run his busi- 
ness unhampered by OPA require- 
ments. 

“Only by producing and selling 
more merchandise can we avoid a 
danger which is becoming greater 
every day. That is the danger of 
lost sales becoming so numerous 
that our total volume of business 
will be reduced to the point where 
we shall be losing money. Inven- 
tories continue to be reduced by 
small allotments and shipments. It 
is becoming harder every day to fit 
customers from badly broken lines. 
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“Manufacturers can do much to 
help the situation by putting their 
office and shipping operations on 
an efficient basis.” 

* * * 
SHIRLEY ROWE, accessory buyer 
for Nissen’s Shoe Store in Okla- 


 homa City, Okla., says: 


“Trends in merchandising are 
changing rapidly. During the war, 
we sold everything we could obtain 
but now our customers are demand- 
ing style and certain materials. 
They feel that reconversion is right 
here and should be accomplished 
almost over night. The public’s 
viewpoint on style and material is 
changing faster than manufacturers 
can meet it. Salesmanship is neces- 
sary now to sell the higher quality 
merchandise. This is going hard 





with some salespeople who have en- 
tered the selling field during the 
war. They are going to have to 
learn that competition is important 
again. With this in mind, I am 
planning concentrated training of 
our sales force. Some sort of spe- 
cial instruction will be developed to 
help them in the post war selling 
field.” 


* * 


C. S. THOMPSON, vice-president 
of Jordan Marsh Co., Boston, Mass., 
says: 

“The time is fast approaching 
when manufacturers will regain 
their production momentum. When 
store inventories are replenished 
and merchandise in quantities is 


available to all, retailers in gen- 
eral will be competitive on selling 
service rendered to the customer. 
The store whose salespeople are the 
best trained will be the one which 
will obtain a major portion of the 
business.” 

A PROMINENT manufacturer 
from the South says: 

“A tremendous increase in misfit 
shoes is noticed as a result of war- 
time shortages of footwear. Inex- 
perienced and overworked sales 
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people have helped to multiply the 
complaints. Millions of men have 
been discharged from the armed 
services and this situation grows 
worse daily, for stocks are depleted 
and ‘hard sizes’ are no longer pur- 
chased. ° 

“Under rationing, allocations and 
allotments, it was seldom possible 
to order in large quantities so the 
net result was that orders were writ- 
ten up almost entirely for the pop- 
ular selling sizes and widths. This 
left the fellow with the hard to fit 
feet practically shoeless, and foot 
covering was about all he could 
hope to buy. 

“Present ‘wrap up’ sales can eas- 
ily spoil us, but the day will return 
when we will want these extra pair 
sales which were usually repeat sales 
and so extremely desirable. If we 
wait too long, some progressive 
store will grab off the major por- 
tion of this business. Now is the 
time to seriously consider getting 
back the good will of the fellow 
who is hard to fit.” 
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’ ALLIGATORS 


A very glum inebriate was stand- 
ing at a bar, doing his best to be 
alone, and to avoid conversation 
with a loquacious individual, who 
was equally blotto and just as deter- 
mined to strike up an acquaintance. 

The talkative one, after having 
discussed several other matters, 
— his we to —— his- 
tory ion J su > t j i. 
sisted in bothering the glum 
fellow at his side). 

"Take, for example, the alligator,” said 
he. “Now there's a wonderful animal.” 

“But,” interrupted the little guy, “I'm 
not the least bit interested in alligators.” 

“Now,” continued thé expert, “the fe- 
male alligator is perhaps the most won- 
derful of the two sexes. In the course of 
a year, she will lay as many as 19,000,000 

" The little quy merely looked at him 
wth glowering disgust. 

“But,” pursued the expert again, “the 
male alligator is no slouch himself,” to 
which the small guy replied: “If there's 
anything in which I'm less interested than 
female alligators, it's male alligators.” 

Not the + bit disconcerted, the ex- 
pert continued: “This wonderful animal 
then proceeds to eat up 18,999,997 of 
these fertilized eggs.” 

A wave of nausea passed through the 
little chap but he managed to get out: 
“How horrible. But I'm not interested 
in alligators,” to which the scholarly fellow 
replied: "You'd damn well better be. If 
it weren't for that male alligator, you'd be 
walking‘ around knee-deep in alligators 


today. 
A good story is alright but there 
should be a moral, or “reason why.” 
So here goes; alligator skins for 
shoes are very much in demand— 


the supply very low. 
Therefore | suggest that we peti- 


tion these male alligators to curb 
their voracious appetites until such 
time as supply meets demand. 


NATHAN HACK, of Hack Shoe 
Co., Detroit, Mich., says: 

“Selling shoes at retail is divided 
into two distinct categories: the 
fashion-minded salesman who is 
thrilled with the shoe designer’s 
artistic creations, and the orthopedic 
type of shoe fitter, who rejoices in 
the art of rendering his customers 
a foot comfort service. Both types 
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of sales people have made great con- 
tributions to the shoe industry, the 
consumer and to their own profes- 
sional calling.” 
s,s 

DR. FRED O’FLAHERTY, direc- 
tor of the Tanners’ Council Re- 
search Laboratory at the University 
of Cincinnati, is conducting a series 
of technical conferences in shoe 
trade centers including Chicago, 
New York and Boston. Technical 
advances and developments made 
in tanning and leather manufacture 
in Germany and other Nazi-occu- 
pied countries; and those originat- 
ing in the United States during the 
war, principally at the Research 
Laboratory, were supplying the 
basic factors of the meetings. 

The War Department, through 
the Office of Scientific Research and 
Development, made a contract with 
the University of Cincinnati for 
undertaking a research program. 
One of the most important steps in 
this program was to develop a tan- 
ning material from raw materials 
available in the United States. 

Dr. O'Flaherty said this program 
still continues under his direction 
and has been expanded to one of 
fundamental research in the sci- 
ence of chemistry, biology, physics, 
bio-physics and microbiology. He 
added: “The Research Laboratory, 
in cooperation with scientists from 
the University of Cincinnati and 


men from the Montosanto Chemical 
Company developed six very suc- 
cessful synthetic tanning materials. 
These materials were used 100 per 
cent to make both sole leather and 
Army shoe upper leathers.” 

* a . 


E RNEST N. PARK of Park-Bran- 
nock Co., Syracuse, N. Y., says: 

“I look for very good business 
this year. Overcome the shortage 
of shoes and most of the other prob- 
lems confronting the shoe dealer will 
take care of themselves. As soon as 
sufficient labor and leather can be 


obtained by the shoe factories, the 
necessary readjustment will be ac- 
complished. This will probably 
take six months; it may take even a 
year. Many dealers have expressed 
the opinion that manufacturers were 
holding back production and finish- 
ed shoes for selfish reasons such as 
higher prices and the desire to avoid 
excess profits taxes; but I’ have 
found no solid facts to support this 
view. 

“Present hectic conditions offer 
some compensation in relatively low 
selling costs. Every store has a small 
stock and fast turnover. Shoes al- 
most sell themselves.” 








Neutrals take first place in Spring 
46 color news. They go well with 


Spring, so the combination of 
the two as in this Mademoiselle 
shoe by Carlisle and bag by 
Deitch Bros. is headed for 
popularity honors. Gay floral 
print on navy background of 
Echo scarf adds to style tone. 

















Balenciaga suede is a natural for Fifth Avente parading for it blends 
well with all costume colors. Its balmy weather glow is highlighted 
in Valley’s sandal by russet snakeskin trimming. Sell not only the 
shoe, but a belt, or two belts to go with it. Belt on figure matches 
body of shoe. Snakeskin belt with scalloped buckle will a!ter costume 
appearance, give it the sporting tang. Both from Belt Creations. 

















displays outstanding, to make them as bene- 
ficial to your business as possible, needs ex- 
pert planning, planning correlated with your 
shoe buying program. 

‘Naturally you want accessories on the same 
style level as your shoes. This doesn’t neces- 
sarily mean the same price level, though that 
is often the case, for there are many people 
who customarily buy shoes at a certain price 
level who demand sometimes more, some- 
times less, quality in their accessories. The 
price level is for you to gauge, provided you 
stay within a certain style group, one that 
will offer the best coordination possibilities 
with your selling specialty . . . shoes. 

You can promote these coordinations in 
many ways, effective ways, but first you must 
know what the forecasts of best sellers are for 
the coming season, what leathers, what colors, 
are expected to be most popular. Naturally, 

[TURN TO PAGE 77, PLEASE] 
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Factory Shortages Postpone Speed- 
In Shoe Deliveries 


Leather, Labor and the Acute Fabric Situ- 
ation All Factors in Holding Production 
Down to Levels That Offer Retailers Little 
Hope or Promise of Early Improvement. 


RETAILERS who had hoped to see 
tangible signs of jmprovement in 
the merchandise situation within six 
months after the end of the war are 
coming gradually to a realization 
that they will have to struggle along 
for a considerable period before 
they can anticipate any substantial 
speed-up in deliveries from manu- 
facturers. Most of them are now 
convinced that not before next year 
can they look for a return to condi- 
tions that can be regarded as nor- 
mal, in the sense that they will be 
in a position satisfactorily to supply 
the needs of their customers. 
Deliveries of shoes from manu- 
facturers to retail stores continue in 
many instances to run 30 to 60 days 
behind schedules because of a va- 


riety of difficulties that are slowing 
up production in the factories. The 
labor situation, for one thing, is still 
a problem, although a little im- 
provement is reported from some 
centers. Materials are not only~in 
short-supply, but in the case of some 
important items, like certain leath- 
ers and fabrics, the situation is said 
to be more acuté than at any time 
during the war. 

One of the most troublesome 
shortages shoe manufacturers face 
at the moment is the exceedingly 
tight situation in all kinds of shoe 
fabrics, including linings, fabrics 
used in shoe uppers and even the 
small fabrics, such as bindings. W. 
W. Stephenson, executive vice-presi- 
dent of the National Shoe Manu- 


Sole leather continues to be a prob- 
lem in U.S. shoe factories, but in 
Europe it’s worse. Shoes shown above, 
typical of Paris footwear, have wood- 
en soles. Cork is also used as sub- 
stitute for scarce leather. 


facturers Association, indicated re- 
cently that some factories might not 
be able to continue operations un- 

[TURN TO PAGE 108, PLEASE] 


Shove shortage hasn’t reached the acute stage seen in the case of women's hosiery, and it probably won't. A line-up like the 
above, which was photographed on Fifth Avenue and recalls the cigarette famine of a year ago, no longer attracts attention 
in the Big Town or elsewhere. 
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Sense 


OST golfers have a fairly good idea as to the funda- 
mentals in the game of golf. They know the proper 
clubs to use on most shots. They have a fair idea 

as to the correct methods of using each club so as to get 
the most out of each shot. They have the necessary golf- 
ing paraphernalia—bag, clubs, tees—yet in our opinion 
the average golfer overlooks the most important part of 
his equipment—shoes. 

It doesn’t make much sense when you think of golf as 
played with woods and irons, but let us tell you frankly 
that your feet must be in good condition if you want to 
play top-notch golf. You must wear the proper shoes to 
keep your feet healthy. 

What makes 2 good golf shoe? More than a shoe with 
spikes. You must wear a shoe that fits your foot—a 
straight line shoe that, regardless of the gruelling hours 
of play, will give you comfort. By straight line we mean 
a shoe that will give you perfect balance, and in conjunc- 


tion with the proper placing of the right type of golf 
spikes, your feet will coordinate with the more important 


movements of the body. Furthermore, as we learned 
from.our experiehéé in the game and our work with Field 
and Flint Co. on golf shoes, a good golf shoe must be 
constructed so that it is sturdy—extra heavy outersoles 
and innersoles, firm linings—all leather, full linings pre- 
ferred—weatherproofed in the seams and on the insoles 
with a certain type of patented process of waterproofing 
for durability so that the shoe can “take it,” regardless 
of weather conditions. 

Finally, golf is a gentleman’s game. It is the one 
game, regardless of your score, in which you can at least 
look the part. Here again shoes come into prominence. 
Properly styled golf shoes should be a part of your equip- 
ment and your ensemble. A good. pair of golf shoes is 
an asset to any golfer. 
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a 
Mest Golfers Pay More Attention to 
Their Clubs and Clothes Than to Their 
© A Sound Golf Game Rests Securely on 
the Player's Feet. 


* colt Shoes Must Be Comfortable and 
Must Be Fitted with a View to Staying 
That Way After Long Hours of Gruel- 
ling Play. hi 





7 
A Good Golf Shoe Must Give the Player 
Perfect Balance. 


°o 
A Well-Made, Carefully-Fitted Golf Shoe 
Remains Steady Even Under Strain. te 


The Leather in the Golf Shoes You Sell 
Should Be Heavy Water Repeliant and 
Soft-Drying After Wear. 


os 
Long, Sturdy Spikes Correctly Spaced 
are Essential for the Firm Grip Needed 
in All Types of Shoes. 


by Byron Nelson 


Harold "Jug" McSpaden 
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asked HAROLD “JUG” McSPADEN, 
left, and BYRON NELSON, right, 
the direct question “What Makes a 
Good Golf Shoe?” Their answers 
and opinions make interesting read- 
ing for the golfer and important 
reading for the buyer and fitter of 
golf shoes. 








Right 

Long a favorite, the full brogue 
is noticeably absent in this 
showing, with honors going to 
the moccasin front and plain 
toes in variation. This four- 
eyelet Moc-Front uses Norwe- 
gian grain in a rich brown, 
while the six-eyelet U-front, 
plain toe uses a darker shade. 
Both from Field & Flint Co. 
The sole view shows the spike 
arrangement used by J. P. 
Smith in their British Walker 

line of golf shoes. 
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Left 


The five-eyelet blucher is indeed 
a popular pattern in golf shoes. 
E. E. Taylor Corporation uses it 
here with an overlay on vamp and 
lacestay in a natural colored plump 
leather in a clean-looking pattern. 


Left 


Leathers are very important 
in golf shoes. Illustrated 
here, soft-drying Norwegian 
grain in a five-eyelet Moc- 
Front by A. E. Nettleton 
Co. And shown with it, a 
stouter version with a more 
pointed toe by Freeman 
Shoe Corporation. Note 
how well the 14 spikes are 
distributed on the sole of 
this shoe shown at the top. 








Veal is used in a 

et blucher, a British 

style from J. P. 

Shoe Co. The shoe 

which_ reflects Stacy- 

careful attention to 

in the manner in 

butting is used to es- 
tip and 

The addition of a re- 

helps keep the 

gnug and dry. The top 

view shows a spike ar- 

used by Field & 

in their very well-ac- 

line of golf shoes. 


Right 

Bluchers again; this time 
« five-eyelet model with 
strap and tab for addi- 
tional snugness around 
the ankle line; J. P. 
Smith. And below it, 
Florsheim uses butting, 
well-defined with a light 
stitch on dark brown; 
while at the top you will 
see a 12 spike eriv from 

Field & Flint. 














The main floor women’s department seen from the accessories department. At the top of the 
photograph part of the mezzanine is visible behind a row of attractive green plants. 


hree-Level Layout 


New Ultramodern Shop Opened in 

Rockefeller Center, New York, Fol- 

lows Uptown Trend of Postwar 
Shoe Store Merchandising 


“THE trend of business is up- 
town.” That brief statement reflects 
the movement of merchandise con- 
centration in New York over a long 


The men’s department off the 50th Street 
entrance. In the background is one of the 


especially built hosiery displays. 
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period of years, starting "way back 
when early business ventures in the 
city were located in the vicinity of 
14th Street. Continued expansion 


by 
ANNE R. DAVID 


In New Hanan Store 


of the city to the North saw 23rd 
Street, 34th Street and 42nd Street 
taking their turns as subsequent 
centers of business activity. The 


The main foyer, looking toward the 50th Street entrance. 
Note the broad staircase. All carpeting is in neutral 


beige, and woodwork is of light oak. 
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The women’s department on the mez- 
zanine houses evening slippers, house 
slippers, reptile shoes and other types. 


View of the accessories department at the right of the 
Plaza entrance to the store. Plenty of room is alloted to 
colorful displays in the cuses and wall niches. 








northward trek continues, and 
many merchants are now viewing 
locations in the 50’s with consid- 
erable interest. 

In line with this uptown move- 
ment is the recent opening of a new 
Hanan store at Rockefeller Plaza, 
on 50th Street off Fifth Avenue. For 
28 years the firm had had a store at 
516 Fifth Avenue—on the corner of 
43rd Street. With the opening of 
the new shop, the Fifth Avenue lo- 


cation was discontinued. 

The new store is located in the 
British Empire Building at Rocke- 
feller Center, with entrances on 
50th Street and on the Plaza. Ultra- 
modern in execution, its signifi- 
cance lies also in the fact that this 
is the first major postwar shoe store 
expansion in the city. 

Unusual is the layout of the store 
which is built on three levels, con- 
nected by broad stairways. This ar- 


rangement allows complete privacy 
to each of the three shoe depart- 
ments and the accessories section. 
Woodwork is light oak, and the en- 
tire salon is carpeted in rich neutral 
beige. Long back-to-back settees re- 
place the usual fitting chairs, and 
strategic use is made of large mir- 
rors at the ends of settees and show 
cases as well as at the ends of stock 
cases. All stock is open, with boxes 

[TURN TO PAGE 105, PLEASE] 


Another view of the main floor women’s department looking toward the Promenade. The 
gay and colorful Rockefeller Center skating rink can be viewed from the department. 
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Preserve the Priceless Asset 


THESE are times that try men’s stamina and staying 
power in the retail shoe business. They are times that 
test the ingenuity and resourcefulness of merchants, who 
find themselves beset on every side by problems the like 
of which they have never faced before. 

Business is good to be sure, if by good business you 
mean plenty of customers able and willing to buy. Also 
business is good if you judge by the accepted measuring 
stick of sales and profits. But it hasn’t been easy to 
keep things going smoothly, to keep customers happy 
and to make the public realize that it wasn’t the store’s 
fault if they couldn’t always find the shoes they wanted 
in the size that was required. Right now, it doesn’t ap- 
pear at all likely that these problems of merchandise, 
supply and service will be straightened out very soon, 
so that retailers can look forward to conditions ap- 
proaching normal. 

There are signs of improvement in certain directions, 
and most manufacturers and merchants are hopeful 
that conditions may improve by Fall to such an extent 
that they will be reflected in some easing of deliveries 
to retail stores. Everybody along the line is doing his 
best to make things better, and next year the story may 
be quite different. But meanwhile, it isn’t a pleasant ex- 
perience to have to see customers walk out for lack of 
shoes to fit them, and the fact that business is good 
doesn’t always compensate for the knowledge that it 
could have been a whole lot better. 

What, then, is the shoe merchant to do to soften and 
ameliorate a situation he cannot, at the moment, 
change? He can at least strive to minimize the unfavor- 
able effects which the inadequate stock situation and 
the disappointment of customers may otherwise have 
on his business, not only for today but for tomorrow. 
Every retailer probably feels that he is trying to the 
best of his ability to do just that, but judging from the 
expressions we hear from many customers there is more, 
much more, that could be done. And that’s true, not 
only of shoe stores, but of every type of retail estab- 
lishment where shortages exist. 

Most of the complaints of customers in this regard 
center around the attitude of some of the salespeople. 
There doesn’t seem to be much evidence of a sympathe- 
tic understanding of the customer’s problems, judging 
from the manner in which many salespeople break the 
bad news that the wanted shoe isn’t in stock. Sometimes 
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they aren’t even courteous about it. As one retailer ex- 
pressed it at a recent trade meeting, “they don’t even 
bother to say ‘No’ any more; they just shake their 
heads.” It isn’t a pleasant thing, naturally, for a sales- 
man to say “No” to a customer at any time, but in times 
like these the salespeople should be taught to realize 
that a tremendous lot depends onthe way in which 
they say it. 


THE average customer who sets out to buy merchan- 
dise in the apparel lines today is pretty likely to en- 
counter a series of rebuffs and frustrations. After a 
while, these disappointments become exceedingly pain- 
ful, particularly to the sensitive type of individual who 
doesn’t react with “patience and fortitude” to the minor 
annoyances of everyday life. It is possible to build up 
in the mind of such persons—and the world is abun- 
dantly supplied with them—a resentment against a 
particular store or a particular line of merchandise 
that will subconsciously live on long after the particular 
incident that gave rise to it has been forgotten. 

American customers have been educated to expect a 
very high standard of service from retail stores, and 
while everybody learned to make allowances in war- 
time for conditions beyond the merchant’s control, their 
attitude isn’t quite the same now that the war is over. 
In particular they resent the blank wall of indifference 
they sometimes encounter nowadays when they seek to 
bestow their patronage. If the style or the size isn’t 
available, they would like to be told with some expres- 
sion of regret on the part of the salesperson, and they 
would like to receive some approximate idea of when 
it will be obtainable. 

Sometimes customers ask questions that sound silly 
to the salesperson, but after all it’s natural for a person 
who is told he or she can’t have a thing to wish to know 
the reason why. When a real hardship case is encount- 
ered, when a customer badly needs a particular kind of 
shoe that isn’t immediately available, would it be too 
much trouble to take her telephone number and offer 
to call her when it is in stock? Or even to telephone 
two or three other stores where it might be found? A 
lot of. good will can be built by showing real interest 
and concern for the plight of the customer in these 
days. And the time may come when good will can 
once more be counted as an asset way beyond its cost. 
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DAREX INSOLES 


Quality-minded women have al- 
ways wanted flexibility in their 
shoes, and now that they have 
worn the platform type of shoe, 
they know that they want cushion- 
ing comfort, too. In whatever type 
of shoe they choose, Darex Insoles 
will give them cushioning comfort 


underfoot. 


DEWEY AND ALMY CHEMICAL COMPANY 


CAMBRIDGE 40, MASSACHUSETTS 
MONTREAL 32, CANADA 
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is the leather that sells your shoes 
when both looks and comfort count 


Not that golf shoes account for a major portion of 
your business, But the golf course is a severe 
testing ground, and the same qualities that have made 
Norwegian Calf a popular choice for golf shoes 

also help you build business and customer loyalty on 
shoes of many other types. 

There is the rich beauty of color and of hand-boarded 
grain — the supple softness that spells healthful 
comfort, on sidewalks or turf—and there is the unique 
ability to retain that softness, even after repeated 
excursions in rain-soaked rough and on sun-baked fairways. 

Long favored by makers of custom shoes, the 
Gallun vegetable tannages are the leathers that sell 
your shoes. Check them on your next orders to leading 
manufacturers, A. F, Gallun & Sons Corporation, 
Tanners, Milwaukee, Wisconsin. 


me oe h aan ‘ ae 
Norw. » Calf = Normandie oe 
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Part of the interior showing “old-time” shoe drawings on right wall, display case, and floor 
mirror. Notice how the upholstery brightens the room. 


A Luxury Setting 
For Feature Shoes 


Street view of Paul de Falco's new store in Pough- 
keepsie, N. Y. All glass front gives clear sight 


Paul de Falco, left, seated in his new store with from the street into the inviting interior. 


Victor Zorn, salesman for W. B. Coon Co. 


“POUGHKEEPSIE has never seen anything like this,” 
were Paul de Falco's words in talking about his new 
store at 37 Market Street. And it is unique for Pough- 
keepsie. It’s very modern and different and equal to 
some of the smartest Fifth Avenue salons. Fronted as 
it is completely by glass, the store is an eye-catcher that 
gives promise of great comfort within. 

The outstanding feature of the store, besides its gen- 
eral good-looking appeal, is its specialization in ortho- 
pedic shoes for men, women, and children. The very 
fact that Mr. de Falco has expanded in new outstanding 
premises, is an indication of how well this type of shoe 
service has been received by the public. Mr. de Falco’s 
realization of the need for personalized shoe fitting and 

[TURN TO PAGE 77, PLEASE] 
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FORTNIGHTLY SURVEY OF CONDITIONS IN VARIOUS SHOEMAKING CENTERS 


Maraslacturing ma Markets 


St. Louis 


SPRING shoe production in the St. Louis area has been 
slowed down materially as a result of the recently settled 
strike of 1500 truck drivers. Some manufacturers privately 
term this the worst set-back, in view of current consumer 
scarcities, that the industry here has suffered to date. The 
walkout lasted 21 days; a shipment embargo to clear over- 
loaded docks two more days, and return to full flow of 
materials required about seven more. 

International and Brown Shoe compahies shut most of 
their plants down entirely, while some of the smaller ones 
used the time to cut materials on hand or work off de- 
partmental bottlenecks. Manufacturers generally picked 
up orders in sequence after settlement of the strike, which 
will have the effect of delaying deliveries to retailers about 
30 days. The impossible alternative would have been to 
arbitrarily cancel out orders of buyers unfortunate enough 
to have their shoes in process of manufacture at the time 
of the walkout. 

As retailers, under present conditions, will take any- 
thing they can get at practically any time, it may mean 
that Spring shoes will be promoted and sold well into the 
Summer, with possibly an increased scarcity of whites. 

Last year a similar gap occurred due to the leather 
shortage, when manufacturers were making an enforced 
shift from general leather to synthetics of all types. There 
was little retailer hardship in that instance, and demand 
here is just as big now as then. 

Plants are uncertain if federal quota controls will pre- 
vent them from making up the lost ground, but in any 
event they concede the labor situation would make it a 
practical impossibility. The labor force in this area is im- 
proving a little, but material supplies are so uncertain that 
manufacturers are panicky and unwilling to estimate the 
immediate production future. The loss of 4,000,000 pairs 
of shoes to a strike, they point out, requires a lot of plan- 
ning to recoup. Hence as long as dealers do not fret, they 
prefer under the circumstances simply to charge off the 


gap. 
° 
Chicago 

F ACED in some instances with the most serious curtail- 
ment of materials that they have yet experienced, shoe man- 
ufacturers here were unable to see much ground for op- 
timism in discussing the immediate future of their indus- 
try. The labor situation has eased considerably, more 
especially on the masculine side, as more and more re- 
turned veterans have presented themselves for jobs. Female 


help is still scarce, one large factory reporting that they 
are about 20 per cent short in this bracket. However, even 


though this phase of production has improved, it has not 
greatly helped the overall picture since materials are now 
such a critical need. 

One producer of men’s shoes said that the upper leather 
situation is the most difficult he has ever known. Calfskins 
are hard to procure, and the sole leather situation has not 
eased as the industry had been encouraged to expect. 
Whether the new wage-price formula will provide a solu- 
tion for labor problems and help the supply situation in 
leather is an interesting subject of specuJation. 

That there must be some adequate adjustment all along 
the line in government procedure and regulation is felt 
to be a fact which must be faced by Washington officials. 
The industry is at present operating on a lop-sided base, 
say shoe men, and if the economic picture is to be balanced 
there are fundamental facts of operation which must be 
clarified in the minds of those who are going to write the 
rules. Only then will there be a stable economy, in which 
distribution manufacturing and labor can all receive fair 
and equitable rewards. 


Boston 


A.ruoucu the number of buyers visiting the Boston and 
New England markets has not been large in recent weeks, 
orders placed have been heavy—not for Spring selling but 
for next Fall, with deliveries to be made during the late 
Summer “if possible.” This is buying in advance carried 
almost to an extreme and is by no means confined to chain 
stores, mail order houses and volume buyers. Large inde- 
pendent retail establishments have also been represented. 

Just now, New England factories are shipping what white 
shoes they have been able to make, as well as browns and 
tans. Black leathers have become scarcer than colored and 
few will find their way to the shelves of the retailer until 
this condition has been corrected. 

Wholesalers report fewer shoes coming in and deliveries 
running far behind quotas. This acute merchandise short- 
age has forced some of the general line wholesalers to 
augment their supplies with types 5€ shoes not heretofore 
carried. One conservative wholesale house has added play- 
shoes and casuals—some of leather; others of fabric. 

Nor does the supply of labor seem to be returning to 
normal as quickly as had been hoped. Former skilled 
workers who left their jobs for more remunerative work in 
war industries are not returning to the women’s shoe fac- 
tories on the North Shore. On the South Shore a recent 
survey has shown that, in the men’s shoe factories, the per- 
centage of youthful workers is low and a training program 
has been decided on as thg solution. 

Despite shortages, however, the New England shoe in- 
dustry continues to better its position in comparison with 
other manufacturing centers. Figures released by the 
Federal Reserve Bank of Boston show that 1945 New Eng- 

[TURN TO PAGE 69, PLEASE] 
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CHILDREN'S SHOE SALES 
SOAR IN CHICAGO 


. LINCOLN’S birthday was bright and 
sunny in Chicago, and a look at the 
Loop stores would have led one to 
believe that every child from toddler 
age to high school senior was out 
shopping. All children’s sections 
were a jam session. The stores sub- 
sequently reported that this proved 
to be the biggest day since the holi- 
days, even approaching in volume 
several of the pre-Christmas days. 
All shoe sections were filled all day 
long, and there were many disap- 
pointed customers since stocks every- 
where are incomplete. 

Saddle oxfords made many a schvol 
child happy. Moccasins again came 
in for considerable attention. Ballet- 
types were chosen by many, since 
there is a wide variation in the in- 
terpretation of these. It was apparent 
that many mothers were already 
shopping for Easter footwear for their 
youngsters. As a result there was a 
wide demand for dressy shoes also— 
patent pumps and straps, suede bal- 
lerinas, etc. 

One of the first to stress the immi- 
nence of Spring was Joseph where 
was introduced a new cream colored 
leather in leisure footwear—stepins, 
sling-back oxfords and straps, all 
mounted on wedgies. Matching over- 
shoulder handbags and belts made 
interesting accessory additions. 

O’Connor & Goldberg continue to 
stress with success very high plat- 
form soles. These are shown in a 
variety of dréssy slings of suede, valf 
and patent, some with nailheads on 
the inch-high platforms. Colored rep- 
tiles are also much in demand here. 

Field’s have recently run a series 
of ads on children’s footwear, stress- 
ing the importance of the right lasts 
for growing feet and using captions 
such as “you feed them cereal and 
cod liver oil, but are you sure about 
their shoes?—you feed them car- 
rots and green vegetables—but are 
you sure—” etc., etc. Ballet casuals 
were highlighted in the basement sec- 
tion recently in a showing of ballet 
lasts with concealed inner wedge 
soles. 

The great scarcity of black leather 
continues everywhere. Not long ago 
in the Young Moderns section at 


March |, 1946 


Field’s there was not a pair of black 
shoes in stock. It was one time that 
the “brown customer” had a field 
day. 

In Field’s men’s store they have 
again spotlighted beige calfskin of 
a rich tawny hue that ages and 1n- 
tiques to rich tones. It is a high fav- 
orite with masculine customers, and 
it is being enthusiastically welcomed. 

er WE 


SHORT STOCKS DECREASE 
DETROIT SALES 


LeveL of trade-in Detroit shoe 
stores has been down for the past 
month as a result of several factors. 
In the long view, it is now seen that 
volume has been consistently lower 
since rationing came to an end, prob- 
ably around 15 per cent in this mar- 
ket. Shortage of stocks in all classes, 
with men’s shoes the most serious 
problem today, has been a big fac- 
tor in decreasing total sales. 

There is a growing consumer re- 
sistance here to the purchase of mer- 
chandise that can be deferred, in the 
belief that newer styles will be avail- 
able soon. This is slightly offset by 
forced purchases as customers get 
down to their last few wearable pairs. 

The wartime splurge of purchas- 
ing at any price is coming to an end, 
and the average Detroiter is more 
careful of how his dollar is spent to- 
day. Merchants report a general 
down-grading in level of purchases, 
though it is not notable yet from the 


. quality side, but only in a straight 


price field. Customers want value for 
their money, and are insisting upon 
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Black snake with silvery nailheads 
end coordinated accessories is the 
attraction cf |. Miller's, Detroit. 


it as they have not done for the past 
two years. 

Labor problem has eased up greatly 
in the average store, with more shoe 
men returning from the armed forces, 
and volume of sales off. Relatively 
untrained help can be secured much 
more readily than just before the 
holidays. 

Local merchants are seriously con- 
cerned over price control problems, 
and sentiment here is tending toward 
an early settlement of the future of 
OPA or its successor. While opin- 
ions differ, most are agreed that the 
need for continued control for about 
a year in the shoe field is paramount, 
but that controls should be rational- 
ized to be more workable and equi- 
table, with more consideration for es- 
tablished merchants. 

Stocks are becoming unbalanced in 
many instances because of the prac- 
tice of many manufacturers of forc- 
ing dealers to take all their quota for 
a given period in one or a few types 
@ shoes, so that there has been a 
lack of normal selectivity in buying, 
and, accordingly, seasonal merchan- 
dise is often stocked above probable 
needs, while standard type shoes may 
be seriously short. 

Noted as especially short in the 
territory at this time is rubber foot- 
wear, together with al] types of staple 
shoes for men. 

Stores have resumed extensive shoe 
advertising as business has returned 
to more normal operating conditions, 
and emphasis tends to be upon high 
style and specialty items—probably 
reflecting the unbalance of stocks 


noted, in some instances. 
7 * * 


SPRING STYLES WANTED 
IN NEW YORK 


COINCIDENTAL with the varied 
weather in New York in the past two 
weeks—a cold Wintry day first, fol- 
lowed by a balmy Spring-like one— 
were requests for varied kinds of 
shoes. Winter selling continued at a 
faster pace than ever before during 
the month of February, but early re- 
quests for Spring favorites have been 
steadily mounting. Among these the 
greatest demand was for patent 
leather. In colors, navy and neutrals 
have been popular early demands. 
Stocks are still very low, but a 
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very few retailérs have reported a 
slight pick-up in manufacturers’ de- 
liveries. Shop and department store 
buyers have indicated the coming 
popularity of snakeskin shoes, in all- 
over patterns and in combinations, 
for this Spring. Buying these first as 
a necessity to supplement other 
leather shoes which are diminishing 
in availability, buyers now see them 
as fashionable items for the coming 
season. This is due a great deal to 
the interesting treatments manufac- 
turers have given their snakeskin 
shoes, and also, to a great extent, to 
increased merchandising in snake- 
skin accessories. 

Accessory merchandising on the 
whole in shoe stores has become in- 
creasingly popular, and one retail 
store which recently moved to mcre 
spacious premises has included an 
unusually large and very striking ac- 


cessory counter with accessories tha 
coordinate beautifully with their 
shoes, but which can be sold sep- 
arately as well. 

Everything available in shoes is 
still selling. One store did a “big 
job” on gray suede shoes. The shoes 
were not advertised, but were put in 
the window, and the manager was 
amazed at the fast selling appeal 
which made the limited supply not 
nearly enough to meet the immedi- 
ate demand. Sandal types are becom- 
ing more popular as Spring nears, 
and walking spectator types on ex- 
tension soles are going extremely 
well. 

The biggest shortage noted is prob- 
ably in growing girls’ sizes. In this 
group, popular patent leather is prac- 


tically non-existent. 
a 2 


BALTIMORE STORES PLAN 
EASTER PROMOTIONS 


As far back as the middle of Feb- 
ruary, Baltimore retail shoe mer- 
chants were already planning their 
Easter “leads” in shoe items. 
Multicolored and colored cobras 
will zoom into popularity since dur- 
ing the Winter, brown in this mate- 
rial sold very rapidly, according to 
one merchant. Another buyer in one 
of Baltimore’s larger department 
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Hess of Baltimore features a black 
suede pump with a changeable bow 
to match the mood and costume. 














stores stated emphatically that wedg- 
ies, in particular, patents, flats and 
ballet types for indoor and outdoor 
wear will definitely go over big with 
shoppers, and he is planning on 
stocking and promoting these items 
for Easter selling. 

Up until the middle of February, 
all types of footwear sold freely, and 
merchants stated that if items could 
have been obtained in volume, they 
would have sold in unrestricted quan- 
tities. As it was, they sold whatever 
was on hand. 

Said Opel White, manager at 
Hahn’s on West Lexington Street, 
“We can promote anything. Supplies 
are tight right now. We are pian- 
ning to push color, red and greens 
in calf and other leathers. At pres- 
ent, platform soles are very good and 
certain types of wedgies with the 
very high and very low heel. 

“In the children’s department, flat 
heel sling back with closed toe for 
teen-agers and the very tall girl are 
exceptionally favored. There is still 
a demand for saddle shoes and moc- 
casins are still very good.” 

The buyer in a North Howard 
Street department store said he ex- 
pected patents to zoom upward now 
and around Easter time and is al- 
ready displaying them . . . also navy, 
if he can get it. 


Hess has been promoting some 
original designs and pointing them 
up in window displays. One item, a 
black suede wedgie, had interesting 
perforated front detail and open 
shank treatment. Alligator bag and 
shoe twosomes are still finding repre- 
sentation here as well as in other 
stores. Reptile combinations also in 


high colors in platform styles and 
classic models are increasing. 

IL. Miller during the middle of Feb- 
ruary went all out on patent promo- 
tion, utilizing both windows on North 
Charles Street for bag and shoe com- 
binations. The footwear models were 
for the most part classic pumps with 
walking and dress heels and interest- 
ing patent bows to match. 

Now that more leather has been 
diverted into civilian channels, there 
is a tendency here to play up leather 
and calf play shoes in varied colors 
with red predominating. I. Miller, 
Hess Hahn’s and other prominent 
shoe stores are pointing up these 
items for Winter and Summer vaca- 
tions as well as for immediate wear. 


DELIVERIES SLOW UP 
DENVER SALES 


In answer to the question, “How has 
the new year been treating you in the 
way of business?” Denver shoe deal- 
ers varied in their replies from “Very 
good!” to “Very bad!” 

One dealer said that he got off to 
a very good start—much better than 
in 1945. His store is selling every- 
thing it can get and at present the 
quality is much better than it was. 
New customers are coming into the 
store and are even paying return vis- 
its after a few weeks. “We are look- 


ing forward to a very active year with 
indications already pointing to an ex- 
cellent Summer trade,” the dealer 
reported. 

One of the bigger stores, a family 
store that is now catering to the third 
and fourth generation of many Den- 
ver families, said conditions could be 
better in the higher priced brackets, 
but excellent conditions at the lower 
end tend to make the entire picture 
bright. Sport shoes are selling as 
fast as they are received, but no shoes 
are coming in fast enough. The own- 
ers feel that orders are being held in 
check in expectation of more favor- 
able developments on the manufac- 
turing side. 

In another store business has been 
“fair so far this year” because the 
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Pantasote’s W ynsote—new plastic coated fabric. Avail- 
able in wide variety of beautiful grains and arresting colors. 


Pantasote’s Pantex — unsupported plastic film. Very dur- 
able and long wearing... yet soft and flexible for easy tailoring. 


THE PANTASOTE CORPORATION OF N. J. 


444 Madison Avenue @© New York 22, N. Y. 
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stock has been below par. The qual- 
ity has been good but the quantity 
has been unsatisfactory. A _notice- 
able trend toward buying warm 
weather sport shoes early has been 
noticed here. Sport shoes which fur- 
merly have not moved out very well 
until Spring are now selling fast, 
faster than they can be supplied. 
“The year got off to a very bad 
start,” reported another manager, 
“and it may stay bad for the rest of 
the year, but that remains to be seen. 
Conditions seem to be bad in all lines 
and I don’t think that any one line 
will improve appreciably until all of 
them do. Our orders are being filled 
slowly; we can’t get what we want 


most of the time and what we do get « 


comes in such small quantities*siat 
our stock right now is lower than it 
ever has been.” 


Show windows, advertisements, 
counter and rack displays, however, 
point to a decided improvement in 
most lines in Denver stores and most 
managers look for big things in the 


year ahead. 
* * * 


“GLITTER" SELLS IN 
MIAMI STORES 


SHORTAGE of stocks of white shoes 
in Miami stores this season has 
changed the usual complection of shoe 
sales. This is part of a general short- 
age of shoes in almost every shop in 
this area. Multiple sales are frequent, 
but would be much more so could 
shops offer a more complete style and 
color range. 

“Glittering” or “glamorous” are the 
two important words in the shoe pic- 
ture. And there is a tremendous dis- 
play of platform glamor in both day 
and evening shoes. The thick plat- 
form lends itself to ornamentation, 
and a glittering show of nailheads 
is frequently used. One store, Rich- 
ards, is featuring extremely smart 
platforms with a snakeskin covering. 
This is not confined to any particu- 
lar style but is featured in a white 
ankle strap, a bright red, black pat- 
ent, white suede and other combina- 
tions. These are all in the higher 


price bracket, $20.70 to $22.50. Mil- 
grim is showing a honey alligator 
with a glittering nailhead studded 
pattern on a black platform. Popu- 
lar priced or exclusive models are 
alike in this feature. 

With heels it is definitely high and 
then higher models. One advertise- 
ment refers to them as “Skyscrapers.” 
Another “tall, dark and dazzling.” 
The “dark” refers to the dark shoe 
which is having an unexpected run. 
lt is a new idea in this resort area 
to see black or other dark shoes fea- 
tured in this time of the year, yet ex- 
perienced shoe men who have served 
this community for many years de- 
clare that black patent is close to 
the top in sales at the moment. 
“Black Glory,” “Night and Day,” 
“Grand Opera” are some of the catch 
phrases describing the black shoe. 
One of the largest exclusive resort 
trade shops has gone so far as to put 
black as first in importance right 
now. 

All reptiles are good, from the imi- 
tations with matching bag offered in 
chain stores, to the exclusive imported 
skins. And all are selling. An at- 
tractive multicolored raffia sandal in 
a Scotch plaid, made up with apple 
green, and priced at $18.95 is a good 
number for Hertz-Ross on Lincoln 
Road. A lot of red is moving in 
every price bracket. I. Miller has a 
Paradise Serpent in venom bright 
red at $18.95 that has been popular. 
Delman has a red calfskin with twin 
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Fiat heel models in smooth calf for 
young women are sellers at The Em- 
porium, San Francisco. 


gardenias covering the vamp and 
priced at $24.95. Burdine’s is featur- 
ing a sandal made of snowy bands 
of white suede, appliqued with multi- 
colored confetti dots, and selling for 
$12.95. 

Open toes are selling at about 80 
per cent of total volume as a break- 
down of reports from many shops 
show. The sling back is definitely 
high in popularity. 

a a 


PATENT LEADS 
PHILADELPHIA DEMAND 


PATENT leather, pace setter for 
Spring and the present leading at- 
traction in both store windows and in- 
terior displays in Philadelphia, is 
earning its reputation for leading 
Spring popularity. Every known style 
that can be offered in the store’s stock 
seems to be interesting the lady pur- 
chasers who are assembling their 
Spring wardrobes. Among the num- 
bers most in demand are the medium 
heel sling pump with open back and 
toe for dress and the low heel, one- 
strap type for tailored and sport 
wear. Most merchants welcoming 
this customer interest because a large 


proportion of the Spring stocks com- 
ing into the stores is in patent. 

In the line of colored shoes, bur- 
gundy red appears to supersede the 
bright reds as well as other colored 


shoes. This rich dark shade can be 
seen in the spotlight of window dis- 
plays more frequently now than in 
the past. It is showing up attrac- 
tively in slippers of leather finish and 
reptiles. Platform soles are very im- 
portant but not as exaggerated in 
height as they were previously. 

Very much in the lead is navy. 
Practically every smart window on 
Chestnut Street is greeting custom- 
ers with as many varieties of styles 
as their stocks will warrant in this 
favorite color. With apparel shop 
windows sprucely dressing their man- 
nikins in navy dresses and suits, shoe 
stores all along Market and Chestnut 
Streets are keeping up with new 
navy trend. 
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Promote Play Shoes as a Separate Item 


Houston, Tex.—Concentration of all play shoes, house 
slippers, and even conventional sports oxfords in a separate 
section with a regularly sustained promotion and advertis- 
ing program to support it, has proved consistently success- 
ful at Foley Bros. department store, here. 

Nassau Shop is the name given to this play shoe depart- 
ment located at the rear of the main shoe salon on the 
second floor. Under the direction of Leland Meyer, buyer 
of all shoes for Foley Bros., this section has done a large 
yolume of business throughout the war, and business con- 
tinues excellent, with customers now switching to better 
grades of play shoes. 

Although play shoes sell the year round in Houston, 
Spring has proved to be the biggest season for this mer- 
chandise. This is the time of the year when Houston wo- 
men go into slacks. The fact that Houston is definitely a 
slacks town has been largely responsible for the success of 
this department. It was to serve the large number of wo- 
men seeking appropriate shoes for wear with slacks that 
the department was instituted several years before the war 
and it has been the “slacks” trade that has given it a 
large measure of support ever since. 

Even though play shoes and sport shoes are carried in 
a separate section this does not mean that they should be 
neglected when it comes to promotion or advertising, in the 
opinion of Mr. Meyer. He runs at least five shoe adver- 
tisements and frequently six in local papers each week. 
Of these, at least two are devoted to the Nassau Shop. 
This, Mr. Meyer points out, makes it an integral part of 
the shoe department and not just a secondary or insignifi- 
cant section. Special play shoes or novelty sports shoe 
promotions are featured in the middle of the week, and 
sports oxfords, which are carried especially for the school 
girl, on Friday, for the Saturday trade. 

A good indication of how active the department is, is 
seen in the fact that there are usually six girls on hand 
to serve the ten chairs. Mr. Meyer believes that when regu- 
lar shoe salesmen are relieved of the responsibility for 
play shoes and house slippers, sales rise. “Girls who have 
this type of merchandise only to sell are going to give it 
their full attention. Regular salesmen who are much more 
interested selling $18 or $20 shoes aren’t going to spend 
much time on a small commission item.” 

Shortly after the end of rationing, this department dis- 
posed of much of its lower priced non-rationed play shoes, 
because of the sudden rise in demand for the higher priced 
merchandise. Since that time promotions have featured 
both better type merchandise and high style models. A 
promotion of checked play shoes with cloth tops in navy 
and white and brown and beige was well received. 


Boston 
(CONTINUED FROM PAGE 60) 


land production totalled 163,612,000 pairs, an increase of 
8 per cent over 1944. Whereas in 1944, New England made 
32.37 per cent of all shoes produced in the United States, 
in 1945 the percentage was 33.85. 

The New England Shoe and Leather Association has pro- 
tested by wire and in person to the OPA ruling permitting 
a mark-up of only 18 per cent on direct costs to shoe manu- 
facturers selling the volume trade. “A minimum of 23 to 
25 per cent,” it was stated in a wire from Maxwell Field, 
NESLA executive vice president, “is necessary for these 
manufacturers to operate.” Following the despatch of the 
telegram, Mr. Field left for Washington further to push 
his association’s objections. 
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51 years of fine Pennsylvania 
craftsmanship in shoes that 
incorporate every important 
health feature known to foot- 
fitting science. That's why 
you'll find this famous name 
featured in hundreds of lead- 
ing children’s shoe operations. 
Sorry, no new dealers right 
now. Itwon't be long though! 
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NEW YORK CITY SHOWROOMS: MARBRIDGE BUILDING, 47 WEST 34th STREET 


‘SHOE CO. 
ANNVILLE, PA. 











Pricing Formula for 
Specialty Rubber Items 


WASHINGTON—Simple methods have 
been established for retailers and 
wholesalers to determine their ceiling 
prices on specialty items of rubber 
footwear not produced during the war 
and now coming back on the market, the 
Office of Price Administration an- 
nounced Feb, 21. 

The methods, effective Feb. 26, 1946, 
require retailers to divide their nef pur- 
chase price for the item by .62 to ar- 
rive at the retail ceiling price, while 
wholesalers simply take the manufac- 
turer’s list price and deduct their cus- 
tomary discounts. 

This formula will be used on only 
specialty items. The usual run of rub- 
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ber. footwear already has dollar-and- 
cent ceiling prices at both retail and 
wholesale. 

At the same time, wholesale and re- 
tail dollar-and-cent ceiling have been 
established for men’s and boys’ canvas 
training shoes with molded soles in 
colors other than black, usually known 
as basketball shoes. The retail ceilings, 
ranging from $2.80 to $3.85 a pair, are 
10 cents a pair higher than the ceilings 
for the same shoes with black soles, and 
on the average, approximate the vary- 
ing formula ceilings heretofore ap- 
plicable to these colored sole shoes. 
Specific ceilings have been established 
to assure retailers their normal mark- 
up. Wholesale ceilings remain the 
same, being merely translated into ‘spe- 
cific dollar-and-cent levels. 


Named Merchandise 
Councillors at Macy’s 


New YorRK—Norman Tarnoff and E/- 
ward Bower have been appointed mer- 
chandise councillors at Macy’s, it has 
been announced. Mr. Tarnoff, formerly 
department manager of men’s clothing, 
men’s sportswear, and men’s sweaters, 
has been appointed merchandise coun- 
cillor of the men’s store group, and 
Mr. Bower, returning from military 
leave, has been appointed merchandise 
councillor of the children’s group. 

Mr. Tarnoff joined Macy’s in 1931 
as a member of the Training Squad. 
He was later transferred to L. Bam- 
berger & Co., Newark, as an assistant 
in boys’ wear, returned to Macy’s as 
assistant in men’s furnishings, and be- 
came buyer of sportswear early in 
1936. Later that year he became buyer 
of men’s clothing; in 1941 he took over 
the sportswear and sweater depart- 
ments as well. During the war he hus 
also been department manager of the 
officer’s uniform shop. 

Mr. Bower, who joined Macy’s in 
1928, became buyer of men’s shoes, 
hats, and gloves in 19380. 





Sacramento Store ae . 
Served Three Generations 
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Service rendered by a famous shoe 
institution, under the same management 
for three generations, to as many gen- 
erations of Sacramento, California, fam- 
ilies, was commemorated recently by the 
striking advertisement reproduced 
above. Lavenson's, founded 69 years ago 
by Gus Lavenson, is the store, and Mrs. 
Selma Lavenson Schwartz Is now the 
president. Colman Schwartz, lately of 
the United States Navy, has recently 
joined the organization. 
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The name that 


SELLS 


because it means 























MORE SHOE 


5 pve been selling just as hard as ever, even 
while shoes have been scarce — making 
future sales of Foot Pals for you. 
The recognition of the outstanding value in 
Foot Pals has been growing and growing. We've 
been building it up through national advertis- 
ing toward the day when men will be able to 
buy on the basis of quality again. 
The Foot Pals story is falling on receptive a ¥ 0 great fenhing 
ears. The Foot Pals name is growing in prestige yor cominit boxe 
and importance from day to day. It’s a name to 
reckon with — a name that is becoming known 
to more and more men the country over as mean- 
ing “more shoe for the money.” They'll buy that 
—tothetuneofgreatervolumeandprofitforyou! | lation 
WALL STREETER SHOE CO., North Adams, Mass. | Bites Ryn North dems Mans ") 
wo 


Swore 
8 Worrnm weak! 


FOOT PALS 


SHOES FOR MEN 
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Western Influence Appears 
In Sandals, Belts, Wallets 


Fifty Years Ago Horace Greeley Said “Go 
West Young Man" And Added impetus To The 
Great Western Mi nm. Today Fashion Says 
“Go Western" A Great Boom Starts For 
Tooled Western Effects In Shoes. 


a is a strong “West” wind blowing in men’s 
fashions these days and cowboy and western effects are 
“bustin’ out all over the place.” Suede and buckskin 
jackets, some with the fringed sleeves that old Bill Cody 
made famous, are appearing on the scene. Sales of 


This Majas sandal by Sporting Shoe Company features 

Western effects embossed on mellow Suntan or natural saddle 

leather. Behind it a genuine California hand-tooled belt from 

Altman Blue, Los Angeles, obtainable with Sterling silver 
and gold inlaid or solid gold buckles. 


Levis, those bluejeans so dear to the heart of cowboy 
and dude ranch enthusiast, alike have been improving 
steadily during the past few years. Old-timers at the 
fitting stool, remembering the cowboy boot fad which 
swept the country in the late 30’s are rubbing their 
hands in glee; for after all, pardner, this Western busi- 
ness means pay dirt for shoe men. 

About five years ago a St. Louis house made a killing 
with a line of sports shoes called “Westerners.” They 
took details from a hand-tooled Western saddle and 
embossed them on the vamps of a line of luggage col- 
ored bluchers. At the same time a craze for tooled 
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wallets and belts swept the country and continued to 
grow despite war restrictions. The craze for Western 
effects in shoes, on the other hand, tapered off, due per- 
haps to simplification and the fact that a rationed shoe 
wardrobe did not allow a man to buy novelties. 

And yet we are told by manufacturers and retailers 
that all during the war the demand for cowboy boots, 
heavily ornamented and with this same tooling remained 
steady, particularly in the high grades. 

With the release of rationing, Western, so called 
“tooled” effects began to appear again as vamp details 
on casual shoes. Then one enterprising New York man- 
ufacturer conceived the idea of applying these details to 
the various straps which go to make up a sandal. Tak- 
ing as his basic design an intricately hand-tooled de- 
tail from a strap adorning a costly Western saddle, he 
had dies made and has been able to transfer this design 
to the straps of his sandals with beautiful effect. The re- 
sult is a very unusual-looking shoe. This design is par- 
ticularly attractive on Natural or Sun-tan saddle leather 
and is ideally suited to a sandal pattern. It makes a 
grand shoe to go with coats and slacks and for wear 
with many casual clothes. It is perfect too with the 
new buckskin jackets which are being featured. 

It is not often that men’s shoes can be accessorized, 
but sales of sandals or shoes, reflecting this Western in- 
fluence, promoted with belts and wallets of similar de- 
sign, make a logical accessory tie-up and one which can 
boost volume and profit for retailers. 


Win the Teen-Age Customer 
TEEN-AGERS offer a loyal buyer-group worth the at- 


tention of aggressive shoe retailers. As a class they de- 
light in buying. Careful wooing of the teen-age buyer 
is something few can afford to miss. Here are some of 
the ways to build up this trade: 

1. Have the proper attitude. Too often shoe dealers 
adopt a patronizing attitude toward teen-age customers. 
Be courteous and treat them as adults. 

2. Because parents buy from you is no guarantee 
that their youngsters will too. If you want maximum 
teen-age trade, you must slant your advertising and pro- 
motion toward this group. Direct a portion of your 
newspaper advertising this way. Advertise in school 
papers and annuals. 

3. Stock the merchandise they like. Consult with 
teen-age leaders in your trading area as to what they 
and their friends would like to buy. 

4. Keep your finger on the pulse of local teen-age 
events, and slant your promotion accordingly. Dances, 
games, festivals, etc., all offer excellent themes to which 
to tie teen-age advertising. 

5. Take advantage of opportunities to display mer- 
chandise in, sponsor, etc., various school activities. Let 
your merchandise be displayed in school plays, reviews 
and skits. Often by so doing you can arrange for free 
advertising in programs, the paper, or the school maga- 
zine. 4 
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Letters 
to the - 
Recorder 


Tribute to Jesse Adler, 
Pioneer Member of NSRA 


Mr. Everit B. Terhune, President, 
BooT AND SHOE RECORDER. 

There is a tear in my eye as I write 
this letter for it was sad to have notice 
of the death of Jesse Adler, our es- 
teemed pioneer member and director of 
the National Shoe Retailers Associa- 
tion. 

No one will ever forget Jesse Adler. 
He was always active and loyal—a man 
one could absolutely depend upon for 
anything he agreed to do. This, as you 
know, was important in the early or- 
ganization of the National Shoe Retail- 
ers Association for it required a small 
group of men to stand fast and work 
together until the nucleus of the Na- 
tional Shoe Retailers Association was 
well organized. 

Jesse had a peculiar humor that 
never allowed an argument to get into 
bitterness, and which often saved the 
éay. I will miss him very much; the 
shoe trade will miss him; the Adler 
Company will miss him. 

This is my tribute to Jesse Adler, 
which I hope I may see in your valuable 
columns, and I am sure it will be great- 
ly appreciated by his many friends in 
tne shoe trade who knew him as I knew 
him. 

A. H. GeuTIne, 
Philadelphia, Pa. 

Eprtor’s Note: The above is typical 
of many expressions which have 
reached the RECORDER by mail and tele- 
phone since Mr. Adler’s passing and 
which bear witness to the high regard 
in which he was held throughout the 
shoe trade. Despite the many activi- 
ties and responsibilities of a busy busi- 
ness life, he was never too busy to give 
time and assistance to other shoe mer- 
chants by attending trade meetings and 
speaking at conventions and other gath- 
erings. The New York State Shoe Re- 
tailers Association adopted resolutions 
in his honor at their meeting at Syra- 
cuse, February 10. 


Shoe Trade Members 
Attend Adler Services 


New York — Funeral services for 
Jesse Adler, held February 12 at Tem- 
ple Rodeph Sholum, were attended by 
many members of the shoe and allied 
trades, who thus paid a tribute of 
honor and respect to one of the most 
widely known and well liked figures in 
the retail branch of the men’s shoe 
business. Mr. Adler’s death occurred 
the Friday before at West Palm Beach, 
Florida. 
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Rabbi Louis Newman officiated at the 
temple services and he eulogized Mr. 
Adler for his generosity and patrio- 
tism as well as his participation in 
enterprises for the betterment of the 
community. He also recalled his friend- 
ly disposition, ready wit and sense of 
humor, 

Burial was in the family plot at 
Rodeph Sholum Cemetery, Union Fields, 
Cypress Hills, Long Island. 


Doubling Store Space 


BINGHAMTON, N. Y. — The Liberty 
Shoe Store, 55 Chenango St., is doubling 








the size of its store by adding the space 
at 57 Chenango St. Plans call for one 
of the largest and most modern shoe 
stores in the city. 





Sales Up 6.29 Per Cent 


CoLtumBus, 0.—Schiff Co., chain store 
operators, have reported 1945 sales of 
$22,300,285, compared with $20,980,250 
in sales during 1944, a gain of 6.29 per 
cent. Sales in December for the chain 
reached $2,627,434, as compared with 
sales of $2,459,995 for the same month 
of 1944, an increase of 6.81 per cent. 
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C. W. Marks Shoe Co., 41.5. Wells St. 


Chicago, Ii. 


The May Co., 200 Church St., New York, N. Y. 





Retail Shoe Group 
Elects Officers 


SPOKANE, WaSH.—The retail shoe 
dealers of Spokane met recently and 
elected officers for their association for 
the coming year. 

Harold Hern, of Hern’s Shoe Store, 
was elected president; C. A. Anderson, 
vice-president; Max Rogel of Savon’s, 
secretary-treasurer; and B. J. Saad 
of Saad Brothers; Carl Lutz of Block’s, 
and Mr. Anderson were chosen as 
members of the board. 
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In New Location 


BROCKTON, Mass.—Lanoue Bros., re- 
tail shoe store, has been removed from 
344 Centre St. to 45 Legion Parkway, 
here, where the new store is equipped 
with modern fixtures and lighting. At 
present the store will concentrate on 
men’s, boys’ and children’s shoes. 

The business is operated by Lionel E. 
Lanoue, L. Merrill Lanoue and Clar- 
ence L. Lanoue, brothers, with their 
father, Edward L. Lanoue, as manager. 


Correction 

A news item carrying the headline 
“Rubber Stocks Melt with Snow,” which 
appeared on page 86 of BooT AND SHog 
RECORDER’S issue of Jan. 15 included 
the statement: “Overall output of the 
rubber industry is expected to show an 
increase of 66 per cent, over the pre- 
war year 1989 and a proportionate part 
of the gain will go into the manufac- 
ture of protective footwear.” United 
States Rubber Company has called to 
the attention of the RECORDER the fact 
that the full quotation was as follows: 
“The rubber industry is expected to 
produce goods of all types in 1946 with 
a value of $1,500,000,000, an increase 
of 66 per cent over the corresponding 
figure of $900,000,000 in 1939, the last 
wholly peacetime production year. 
Major part of this record production 
will be accounted for by tires.” The 66 
per cent has no relation to the water- 
proof footwear units that may be pro- 
duced in the current year. 


Western Influence Appears 
[CONTINUED FROM PAGE 59] 


wardrobe did not allow a man to buy 
novelties. 

And yet we are told by manufac- 
turers and retailers that all during the 
war the demand for cowboy boots, 
heavily ornamented and with this same 
tooling remained steady, particularly in 
the high grades. 

With the release of rationing, West- 
ern, so called “tooled” effected began to 
appear again as vamp details on casual 
shoes. Then one enterprising New York 
manufacturer conceived the idea of ap- 
plying these details to the various 
straps which go to make up a sandal. 
Taking as his basic design an intri- 
cately hand-tooled detail from a strap 
adorning a costly Western saddle, he 
had dies made and has been able to 
transfer this design to the straps of his 
sandals with beautiful effect. The re- 
sult is a very unusual-looking shoe. 
This design is particularly attractive on 
Natural or Sun-tan saddle leather and 
is ideally suited to a sandal pattern. It 
makes a grand shoe to go with coats 
and slacks and for wear with many 
casual clothes. It is perfect too with 
the new buckskin jackets which are be- 
ing featured all over the country. 

It is not often that men’s shoes can 
be accessorized, but sales of sandals or 
shoes, reflecting this Western influence, 
promoted with belts and wallets of 
similar design, make a logical accessory 
tie-up and one which can boost volume 
and profit for retailers. 


Shoe Sales Up in Montana 


HELENA, MOoNnT. — Department of 
Commerce figures recently given out 
show that percentages of increase in 
retail shoe sales in Montana were 31 
per cent higher for November 1945 
than for November 1944. 
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Shoes, Accessories in the Easter Parade. 


[CONTINUED FROM PAGE 48] 


with the leather situation as it is today, 
concentration on a few is impossible. 
You must promote all kinds that are 
available to you, but you can do so one 
atatime. Then each new ad, each new 
window display, will give your store a 
new look, new interest, new sales ap- 
peal. Have a leather promotion one 
time with shoes and accessories to 
match or blend, a color promotion an- 
other time in various leathers or vari- 
ous accessories that will pick up the 
color of the shoe. 

For this Easter, for this Spring, 
there are three outstanding popularity 
features forecast in shoes and acces- 
sories . . . patent leather (always a 
true harbinger of Spring, though un- 
fortunately scarce this year); snake- 
skin, in all colors, in all combinations 
with other leathers; and in color, your 
big story is the neutral family. 


So here are three promotional items 
to begin with. Ways of varying them 
are numerous, if—and that if makes 
the difference between an outstanding 
looking store, and a_ run-of-the-mill 
one—you feature accessories too. If 
you shown an entire window of all- 
over snakeskin shoes, for example, they 
will look good but may seem imprac- 
tical to many would-be buyers. Put a 
bag in the window with the shoe and 
you immediately do away with the 
around -the-town shopping bugaboo, 
and make the shoe a desirable part of 
a planned costume. 

But don’t limit yourself to just the 
bag, or just a bag shat exactly matches 
the shoe. With this season’s stress on 
snakeskin combinations you have a first 
rate opportunity to sell multiple acces- 
sories. The I. Miller promotional en- 
semble, for instance, is a complete pic- 
ture of exact coordination, with the 
theme of black patent leather and 
snakeskin carried out in all accessories. 
It makes a beautiful display, it’s the 
drawing card that completes the royal 
flush, but what is most important, it 
makes for many and varied selling pos- 
sibilities. 

Some women will buy the entire en- 
semble, will wear one or two of the 
items at a time, some will buy the en- 
tire ensemble plus extra items that will 
go with the shoe as well, like an all- 
over snakeskin bag and belt for more 
Summery days, or an all-over patent 
bag that will look less gaudy perhaps 
with the snakeskin banded glove, and 
then a plain glove to wear with the 
snakeskin combination bag. Some (the 
great majority perhaps) will buy just 
one, or just two of the accessories you 
show, and that is one or two more sales 
than you would have had if you had 
merely displayed the shoe, and you have 
become a style leader by pointing the 
way to smart coordination. 

The same idea can be carried out 
with every shoe, whether in combina- 
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tion or in an all-over pattern. If in 
combination, like the balenciaga and 
snakeskin shoe illustrated, you can fea- 
ture both suede and snakeskin acces- 
sories, and you have a customer inter- 
ested in all departments in your store: 
she buys her shoe, she takes her 
choice in accessories. 

Then in color promotion, you need 
not limit it to a shoe color. With the 
present limitation on shoe colors, you 
can make an asset of your blacks, 
browns, and neutrals which are the 
best possible coordinators with clothes 
and accessories that will be bright and 
colorful this season. Show these shoes 
with colored accessories, or show the 
color in the trimming of the shoe in 
another accessory item, or show types 
of accessories that will wear well with 
many costumes. 

A matching hat and scarf set, a 
matching glove and belt set, these and 
many other possibilities are your good 
selling items, these are the things that 
will highlight your shoes, that will 
make a display case come to life, these 
are the things that will give your store 
the reputation of a style-leader, a mod- 
ern pacesetter in fashions, and for this 
season, they will assure you of your 
place in the Easter parade. 


A Luxury Setting 


[CONTINUED FROM PAGE 59] 


corrective footwear five years ago when 
he opened his former store at 35 Market 
Street has made him an integral part 
of Poughkeepsie life. 

Although he will continue to special- 





Pair Pairs, Pairs 


Edward and Jerry Molloy, twins of the 
Madison Square * Clab, New York, 
get a big kick out 


their job of Fete 
up hundreds of pairs of shoes donated 


in the recent clothing collection. Many 
donors failed to tie the shoes they con- 
tributed together, as requested, hence 
the job for the youngsters. 


ize in catering to the specific customer 
who is desirous of corrective shoe work, 
he intends adding a line of style shoes 
the moment more merchandise is avail- 
able. Also looking ahead and keeping 
in step with modern trends, a bar of 
accessories will be set up. 

The new shop, which took about eight 
months to complete, is a combination 
parlor and fitting room measuring ap- 
proximately 40 x 16 feet, with a sep- 
arate office for special orthopedic work. 
The orthopedic corrections are done on 
the premises, in the basement, where a 
complete work shop is set up, not only 
to facilitate the work entailed on every 
type of orthopedic correction, but also 
for the repair of their own shoes, an 
unusual accommodation for their pa- 
trons and one which has created good 
will for the store. 

The interior of the shop, which is 
easily viewed through the all-glass 
front, is fitted with a broadloom rug 
of a green on green leaf motif. The 
four barrel chairs, which are for wait- 
ing customers, are covered with light 
green freize, and the three love seats 
with a striped material, rose and green 
predominating, with beige, blue and 
yellow undertone stripes. The ten 
straight back arm chairs are covered 
with dusty rose freize. The general 
scheme is a colorful one, cheerful and 
comfortable looking. Seating capacity 
is twenty-four. 

A peach tinted mirror, which extends 
from floor to ceiling, covers one quarter 
of the left side wall as one enters the 
shop. The remainder of the wall is 
black walnut paneling, extending from 
the mirror to the rear of the shop. The 
right wall has a tapered display case 
of natural, white birch which extends 
from the front window display. Be- 
neath this display case, running the 
full length of the shop, is a peach tinted 
mirror which enable customers to have 
a full view of their shoes while seated. 
The wall paper used on this side and 
the rear is of a peach and grey stripe, 
and on the right wall is hung a series 
of drawings of shoes worn in centuries 
gone by. The lighting is fluorescent, 
and the entire stock is hidden. 

The staff consists of four people 
(three employees working under the 
supervision of Mr. de Falco who buys 
the women’s and children’s shoes him- 
self). Mrs. Aileen Cooke is in charge 
of the office and buying of hand bags 
and hosiery, and is assisted by Miss 
Alberta Fitterer. Mr. Eugene Hayes is 
the buyer of men’s and boys’ footwear. 


Purchases Department Store 


NEwpPorRT, WaSH.—The Vawter De 
partment Store here was taken over re- 
cently by Frank Bokemuehl, who pur- 
chased it from Mrs. Emma Vawter. The 
name of “Vawter” has been associated 
with the retailing in Newport for the 
past 40 years. When the founder of the 
Vawter Department Store, Frank W. 
Vawter, retired, the business was car- 
ried on by two sons-in-law. 
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The Heywood Shoe 


America's finest men's shops proudly 


chose the Heywood Shoe as their standard 


of footwear quality many decades ago. 


Among them are Rogers Peet of New York; 
Marshall Field of Chicago; and Desmond's, 
tos Angeles. Their confidence is based on 


Heywood's 83 years of super craftsman- 
ship worked in luxury leathers. That is 


your assurance, too, that Heywood Shoes 
will motch your taste ond individuality. 


MADE 


BY THE HOUSE OF per Wave # 


SINCE 18 


IN WORCESTER. MASS 








Retailers Debate Price Squeeze Problem 





New York State Retailers See Continued Trend Toward Rising Costs 
and Short Merchandise Supply 


Syractse, N. Y.—Hot debate on the 
4% per cent increase in shoe prices 
which OPA asks retailers to absorb; 
when and where to get more shoes, and 
improved methods for selling them, fea- 
tured the Mid-Winter meeting of the 
New York State Shoe Retailers Asso- 
ciation at Hotel Syracuse. 

After recounting many additional ex- 
penses which retailers have already 
absorbed—and more that are likely to 
follow—it was finally decided to table 
a resolution which had been offered and 
wait to see what relief OPA will offer 
before taking action. 

Jesse L. Patton of Schenectady, 
chairman of the board of directors, pre- 
sided at the opening session, offering a 
resolution of sorrow and regret because 
of the death of Jesse Adler, a founder 
and director of the association and close 
personal friend of all, who had been 
scheduled to speak at this meeting. 

A letter from John Slater, chairman 
emeritus of the board and head of 
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J. & J. Slater, with stores in New York 
City, Washington and Palm Beach, ad- 
vised all to “keep in close touch with 
many changes we are bound to experi- 
ence” warning that small business must 
improve its methods because “the old, 
easy-going way is obsolete.” 

President Harry Ehrenpreis took 
over the meeting and called upon Henry 
Merdes, Jr., merchandising manager of 
Park-Brannock, Inc., who called atten- 
tion to great strides which have been 
made in the shoe industry during recent 
years and declared it is now a major 
U. S. industry, producing merchandise 
worth billions of dollars. “How well we 
plan to maintain and increase this great 
volume of business will be determined 
by the number of men and women we 
are able to train successfully to assume 
positions of leadership and authority in 
the industry,” Mr. Merdes added. 

- “Manufacturers in widely scattered 
parts of the country are in agreement 
that the 4% per cent increase granted 


them by the OPA is far from enough 
to compensate for the increase in manu- 
facturing costs,” according to Mr, 
Merdes. Indicating that costs are still 
rising, he said: 

“From all indications it appears that 
we retailers are doomed for a 10 per 
cent increase. Should this occur in the 
not far distant future, what is our rec- 
ommendation today. As a retail asso- 
ciation shall we work up a formula to 
our government stating a recommended 
increase of at least 10 per cent?” 

The speaker said that OPA price 
regulation has been a big help to con- 
sumer and retailer and urged a con- 
tinuation of the fine co-operation which 
the shoe industry has given with the 
government. He advised against a pro- 
test against the 4% per cent increase 
at this time, advising that OPA action 
be awaited. 

Jesse L. Patton, speaking on “Pos- 
sibility of Getting More Shoes, and 
When,” presented results of much re- 
search on the subject, which indicated 
that the shoe business is not likely to 
get ironed out this year; that shoe 
shortages will persist for a consider- 
able time. 

“We are taking what they give us,” 
he said. “It is a sellers’, not a buyers’, 
market. Lord help us when we have to 
attempt to straighten out sizes.” 

President Ehrenpreis called attention 
to the fact that lack of lining and other 
materials besides leather which go into 
the making of shoes are holding up 
their production also. 

Ernest N. Park, who has been in the 
shoe business since 1891—the first presi- 
dent of the association, who has been 
getting shoes quite regularly, explained: 
“I have made a practice of making a 
friend of every traveling shoes sales- 
man. During the past six months we 
have been able to double our business. 
It was 40 per cent higher the year be- 
fore. If I did not have contacts with 
men on the road it would have been 
impossible. The whole gist of the thing 
is friendship, personal contact with 
those who call on us.” 

“Courtesy to those who come into our 
stores has paid dividends in trying 
times,” said Mr. Ehrenpreis. 

Charles E. Knox, of Knox & Dis- 
penza, Batavia, talking on “Shoe Mer- 
chandising in a Small Community,” ad- 
vised that continuous improvements be 
made in the physical appearance of 
stores by painting walls regularly. 
“Put in some new improvement each 
year,” he advised. 

This firm also has popular high school 
boys, who are members of good families, 
on its part-time sales staff and finds 
that they attract much high school 
trade—other boys and girls who later 
become regular customers. 

“Get a* boy the girls like,” he sug- 
gested. 

“Always give the traveling salesman 
a chance to show his merchandise,” 
said Mr. Knox. “We always listen to 
them, make friends of them, and then 
when someone else does not take his 
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full quota of shoes, we are remem- 


bered.” 
The firm uses the “Welcome Wagon” 


. service, sends presents to new babies, 


advertises regularly in newspapers of 
its own city and nearby towns, invites 
the people to make the store their head- 

rs when in town, use their tele- 
phone, etc. It works admirably. 

James J. Bennett of Bennett & Tracy, 
Auburn, called attention to the fact 
that “You are only custodian of profits 
anyway—until next March 15.” He de- 
plored the letdown in salesmanship 
which the war brought, saying that “in 
some stores they don’t even bother to 
say ‘no’ anymore—just shake their 
heads.” 

But he declared the need for sales- 
manship will return. ad 

“Goods well bought are half sold, is 
more true now than it was 10 years 
ago,” he said. “I think it is good to do 
much buying with youth in mind.” 

After Mr. Ehrenpreis had talked on 
“What the New State Council of Small 
Business Associations Can Do for the 
Shoe Retailer,” it was voted unani- 
mously to join the Council, which will 
work against state legislation unfavor- 
able to small business and approve 
favorable legislation. 

Mr. Ehrenpreis then interpreted sec- 
tions of the new Minimum Wage law 
affecting shoe retailers. He deplored the 
fact that it requires the payment of 
57% cents an hour to part-time, inex- 
perienced workers, while the minimum 
for full-time, experienced workers is 
only 52% cents. 

William Pidgeon, of Rochester, then 
conducted a Shoe Forum in which many 
questions by individual shoe retailers 
were asked and answered. 


Shoe Company Plans 
Expansion 


MANCHESTER, N. H. — The Myrna 
Shoe Co. in this city has fully recon- 
verted to the manufacture of women’s 
novelty shoes after making government 
bags and dispatch cases during the war. 
It is reported that the management 
contemplates increasing the number of 
employees from a little more than 300 
to 450 to 500. 


Change Name of 
Insurance Firm 


Detroir—The corporate name of the 
Michigan Shoe Dealers Mutual Fire In- 
surance Company, long associated with 
the Michigan Retail Shoe Dealers’ As- 
sociation, is being changed to the 
Michigan Retailers Mutual Insurance 
Company, as the result of action taken 
at a special membership meeting. The 
company, whose headquarters remain at 
Lansing, has written chiefly retail shoe 
policies from the start, with various 
well known retailers serving as officers 
or directors. 

However, in recent years, it has come 
to write many retail policies for other 
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than shoe businesses. This has been 
partly an outgrowth of the natural 
writing of policies on other departments 
when a shoe man has added clothing or 
similar lines to his own business opera- 
tions, until nearly all types of retail 
lines are now represented. 


Shoe Shop Part of 
Specialty Store 

MoNnTGOMERY, ALA—The Vanity 
Boot Shop, here, has recently moved 


to new quarters and become incorpo- 
rated in an entirely new store with 





a complete line of ladies’ ready-to- 
wear. The Vanity Boot Shop, which 
retains its name, is now part of the 
first floor department of The Vanity, 
a complete fashion store comprising 
four floors and a basement sales 
section. 


The first Vanity Boot Shop was 
opened here in 1927 at 24 Dexter Ave- 
nue, owned and operated by E., J. B. 
and Al Taranto. It later moved 
across the street to larger quarters, 
and finally to the present location. E. 
Taranto is now in charge of the shoe 
department. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 











Manufacturers See Basis for New Price Rise "ict Named Men’s Shoe Buyer 





Association Believes Wage-Price Policy Recently Announced by 
President Paves the Way for Horizontal Increase 


New YorkK—While official interpreta- 
tions and rules for operation under the 
new wage-price formula proclaimed by 


President Truman, Feb. 14, have not. 


been developed sufficiently to warrant 
a positive forecast as to just how the 
modified policy may ultimately affect 
the shoe price structure of the future, 
either at the manufacturing or retail 
levels, most shoe manufacturers see in 
it a foundation for further price in- 
creases in shoe prices at the factory, 
over and above the 4% per cent in- 
crease allowed by OPA early this year. 

National Shoe Manufacturers Asso- 
ciation has already taken the position 
that “the basis for price adjustments 
to cover wage increases already has 
been established for the shoe industry,” 
and that the industry “should be able 
to obtain a further horizontal adjust- 
ment to compensate for post V-J Day 
wage increases.” 

“Washington Newsreel” article on 
page 40 of this issue indicates a rather 
sharp divergence of views as between 
Washington officials and the association 
on probable effects of new wage price 
policy on shoe prices. 

The extent to which this attitude on 
the part of the shoe industry is likely 
to come into conflict with the policy 
enunciated by Chester Bowles, who is 
to be Stabilization Administrator under 
the new set-up, in his testimony before 
the House Banking and Currency Com- 
mittee last week, is one of several ques- 
tions, the answers to which only the 
future can reveal. Mr. Bowles said on 
that occasion: “The prices of food, rent 
and apparel must be kept from rising; 
on that important sector there can be 
no retreat.” 

In the event that shoe manufacturers 
may be able to convince OPA that they 
are entitled to a further price increase 
—and they are in a position to present 
a strong argument in view of the fact 
that the 4% per cent allowed in Janu- 
ary was not based in any degree on 
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post V-J Day wage increases—two 
other questions will immediately arise. 
The first relates to what would happen, 
in the event of a further increase, to 
OPA’s cost absorption principle under 
which retailers were required to absorb 
most of the 4% per cent increase, and 
the second has to do with how the manu- 
fucturer would be compensated for 
materials price increases that would 
result from wage increases farther 
down the line of production, for ex- 
ample, leather price increases resulting 
from a rise in tannery wages. Here 
again are important questions that will 
call for future clarification, and it may 
be some time before the pattern is 
clearly worked out. That there will 
be a great deal of argument and con- 
tention before such questions are finally 
decided seems a foregone conclusion. 

The position taken by the shoe manu- 
facturing industry, as represented by 
National Shoe Manufacturers Associa- 
tion, immediately following President 
Truman’s announcement of the revised 
price policy, is indicated in the follow- 
ing excerpt from the association’s News 
Bulletin of Feb. 15: 

“The principal policy change involved 
in the new executive order of Feb. 14 
is that OPA is no longer required to 
wait six months before acting upon re- 
quests from an industry for a price in- 
crease to cover approved wage in- 
creases. 

“The order also says that all post 
V-J increases which follow the “general 
pattern” may be deemed to be approved. 
This is especially important to the shoe 
industry because of our recently having 
been granted an industry-wide increase 
of 4% percent. As has been explained 
previously, this increase was granted 
because it was required to bring up the 
industry’s earnings to the amount 
earned during the 1936-39 base period, 
taking into consideration cost increases 
since the completion of the OPA cost- 


[TURN TO PAGE 104, PLEASE] 






New York—Herbert J. Rich, Jr. has 
joined the staff of Miles Shoes, Inc., 
where he will direct the buying and 





HERBERT J. RICH, JR. 


promotion of men’s shoes. Until now 
the buying of men’s and children’s 
shoes has been handled by one depart- 
ment in the company. The addition of 
Mr. Rich is to bring special attention 
to the promotion of men’s footwear, 
according to David Herrmann, vice- 
president of the company. 

Mr. Rich was graduated from the 
University of Virginia, and was, for 
nine years, associated with B. Rich’s 
Sons, Washington, D. C., where he also 
was in charge of merchandising and 
buying men’s shoes. 

Well known as a style leader, he is an 
active member of the men’s style com- 
mittee of the National Shoe Retailers’ 
Association. He believes that the de- 
velopment of varied shoe styles for men 
has been greatly neglected. “If we are 
going to increase pairage consumption 
—an industry necessity—we must find 
new styles and types,” he said. Casuals 
with platforms and in colors for re- 
sort and country wear, and the high 
styling of the chukka boot type are pre- 
dicted by Mr. Rich. 

S. R. Gibson, formerly of Isaac Ham- 
burger and Sons Company, Baltimore, 
has succeeded Mr. Rich in Washington. 

















Style No. 6132 Brown 
Men's Sizes 6-12 
Boys’ Sizes 1-5. $1.70 


THE ARNOFF SHOE CO., [OJ] DUANE ST.., 

























MOCCASINS - Beat this Vaine 


* Genuine Leather Uppers 


¢ Orthopedic Brown 
Rubber Soles 


Raised Moccasin Toes 
Rolled Collars 
Heavy Cotton Laces 


Immediate Delivery 


Pe me 





Seated all 


Fashion Revue Planned for Boston Show 





Fashion Revue Committee. Front Row (left to right): H. O. Rondeau, Jack Sandler, 
Chairman T. Kenyon Holly. Back Row (left to right): Maxwell Field, Louis H. 
Salvage, Paul O. MacBride, Samuel L. Slosberg. 


Boston, Mass.—The Shoe Fashion 
Revue which the New England Shoe 
and Leather Association will present on 
Monday night, April 8, at the Hotel 
Statler Ballroom, will prove the major 
feature of the New England Shoe Mar- 
ket Week, April 7-11. Jack Sandler is 
chairman of a special committee in 
charge of this style show and has as 
his aides the following leaders of the 
shoe industry in New England: 

Louis H. Salvage, women’s fashion 
shoes; H. O. Rondeau, casual shoes; 
Paul O. MacBride, men’s shoe fashions; 
Samuel L. Slosberg, children’s and 
junior shoes. 

This committee will select and make 
up basic as well as new Fall shoes, 
which will be related to staple and new 
Fall apparel for men, women and chil- 
dren. The merchandise presentation 
will be offered in an original manner, 
in order to make an evening which will 
be entertaining as well as informative. 

Miss Adelaid Hawley, NBC radio 
fashion commentator and MGM news- 
reel fashion editor will be in charge of 
the actual presentation. Miss Hawley 


and her associates are remembered for 





the fashion show which was given last 
November at the Victory Shoe Market 
Week, sponsored by the Association. 
This year, the show will follow a 
banquet in the main ballroom of the 
Statler Hotel, and the entertainment 
will be woven into the actual style 
presentations. Abner J. Greshler, 
artist representative, will be technical 
director and furnish the talent for this 
novel type of fashion show. Tickets 
for dinner and show are $10 per per- 
son, and due to the limited seating ca- 
pacity, assignments of tickets will be 
handled. directly by the office of the 
New England Shoe and Leather As- 
sociation, under the supervision of Max- 
well Field, executive vice-president. 





Men’s and Women’s Shoe and 
Leather Colors Announced 


NEw YorkK—Six colors for women’s 
shoes were adopted for the 1946 Fall 
and Winter seasons at a meeting held 
at the offices of The Textile Color Card 
Association, by the joint committee of 
the Tanners’ Council of America, Na- 











tional Shoe Manufacturers’ Associa- 
tion and National Shoe Retailers’ As- 
sociation in cooperation with The Tex- 
tile Color Card Association. 

These official colors, as announced by 
Margaret Hayden Rorke, managing di- 
rector of the color organization, com- 
prise a russet tone, a wine shade and 
the four repeated colors, Town Brown, 
Frappé Cocoa, Cherry Red and Black. 

Six colors for men’s shoes were also 
adopted for Fall 1946 by the joint com- 
mittee in cooperation with The Textile 
Color Card Association. 

The men’s shoe colors comprise 2 
reddish tone in the light Cordovan 
family, a golden tan and the repeated 
colors Yankee Brown, Indian Tan, 
Tawny Tan and Black. 

Confidential leather swatches of both 
men’s and women’s new colors, together 
with their names, will be issued later to 
The Textile Color Card Association’s 
members in the shoe and leather in- 
dustry. 


B. F. Goodrich Opens 


New Offices 


AKRON, OHIO — L. E. Rohrbaugh, 
manager of Shoe Products Sales of The 
B. F. Goodrich Company, announces 
that new shoe products sales offices 
have been opened at 186 Lincoln St., in 
Boston, Mass., and at 11 Carlisle St., 
Hanover, Pa., to better serve the com- 
pany’s customers in those areas. W. P. 
Doherty and W. R. Wise are sales rep- 
resentatives with headquarters in the 
Boston office and J. E. Campbell! sales 
representative with headquarters in 
Hanover. All have been with B. F. 
Goodrich more than 20 years and are 
widely known in the shoe trade. 





Novel Postcard Reminder 


JANESVILLE, Wis. — Sid Weber-Shoe 
sends a novel, printed postcard to manu- 
facturers who ship footwear that has 
loose tacks inside or that is carelessly 
inspected. The card reads, “Your shoes 
are guilty of Lastingtackitis,” and con- 
tains enough information to identify 
the shoe and the factory inspector. 


Boot and Shoe Recorder 
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stered in new leather-textured, plastic coated fabric. Finished 







KORRECT-WAY Displays 
DIVISION OF AMERICAN FIXTURE & MFG. CO. 
2300 LOCUST + ST. LOUIS 3, MO. 


DISTRIBUTORS IN ALL PRINCIPAL CITIES 





















CPA Allocates Lining Leathers 


WASHINGTON — Moving to assure a 
continuing supply of leather for shoe 
linings, the Civilian Production Ad- 
ministration on February 14 placed un- 
der allocation control the entire avail- 
able supply of pickled sheep and lamb- 
skins. This action is one of the few in- 
stances where allocation controls have 
been imposed by CPA since V-J Day. 

Under an amendment to M-310, neces- 
sitated by a diminishing supply of the 
skins, CPA has limited the purchase 
and acceptance of delivery of the skins 
to tanners and converters who receive 
special authorization from the Hide and 
Leather Branch. 

Supplies of domestic skins are ex- 
pected to be one quarter less this year 
than in 1944, while imports will drop 
about 15 per cent under 1944. Partial 
relief of this tight supply picture is ex- 
pected through the allocation of avaii- 
able domestic and imported skins as 
ordered in this amendment to Order M- 
$10. 

Normally, one-third of the skins go 
into shoe linings and at the present time 
substitutes, such as fabrics, are in ex- 
tremely tight supply. 

Also aggravating the supply situa- 
tion is the tendency of some suppliers 
to circumvent price controls and also 
to channel the skins into high priced 
leather for luxury products. 

Withdrawal of imported skins from 
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customs is prohibited without written to the arrival of any shipment, specify- 
permission of CPA. Importers are re- ing the quantity, country of origin, 
quired to notify the Hide and Leather probable date of arrival and, if avail- 
Branch of CPA’s Textile Division prior able, the name of the ship. 


Mishawaka Salesmen Receive Service Pins 




































Mishawaka, Ind.—Eight sales representatives of the Mishawaka Rubber & Woolen 
Manufacturing Co. were awarded service pins at the company's Spring sales con- 
ference at the Palmer House in Chicago recently. Seven of the men were awarded 
pins for 20 years’ service, and one man, A. W. Hardin, was awarded a pin for 30 
yeers’ service. At a previous sales conference in 1945, 28 other men with service 
records from 20 te 40 years were awarded service pins. 

J. L. Duncen, manager of scales, made the presentation of the awards. From the 
lett in the picture are: E. L. Neal, A. C. Humphrey, C. F. Goecker, H. 8. McComb, 
T. L. Bott, H. R. W. Horn, G. B. Lovelace, E. J. W. Fink, president of the Mishawaka 
Rubber end Woolen Manufacturing Company, A. W. Hardin, G. D. Babcock, vice- 
president and director of sales, and J. L. Duncan, manager of sales. 
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le FC-40: Top quality strap leather top, cellular rubber body, 
ae heey $18.00 doz. pairs 


brown suede bottom 


VOSBURG FOOT APPLIANCE CO. 


WE ALSO MANUFACTURE AND STOCK 


A COMPLETE LINE OF 


Sponge Rubber Metatarsal Pads 
Instep Cookies 

Molded Leather Shells 

Felt and Sponge Rubber Heel Pads 
Shoe Polishing Brushes 


Write today for a run of sizes and for 
our catalogue R-15 


1616 LAVACA ST. 


AUSTIN TEXAS 











New Men’s Shoe Department Opened in Bamberger. Basement 


Newark, N. J.—A new men's shoe department has been 
opened in the basement of L. Bamberger and Company 
here. Closed during the war because of the difficulty in 
procuring quality stocks, the department has been re- 
opened fo feature “American Gentiemen™ shoes retailing 
at six and seven dollars with a Bamberger brand at five. 
A section of the basement has been renovated to permit 


The new department is being managed by L. D. Newman 
who spent nine years with William Hengerer and Company, 
Buffalo, N. Y., and has been a shoe buyer with L. Bamberger 
and Company for four years. 

The photo at the left shows the bosement shoe depar?- 
ment ready to serve customers after a wartime absence. 
At the right is a view of one of the display cases in the 


installation of light oak furnishings. 


department. 





NRDGA Names 
Veterans Committee 


New YorK — Major Benjamin H. 
Namm, president of the National Re- 
tail Dry Goods Association, has an- 
nounced the appointment of George P. 
Gable, of Altoona, Pa., as chairman of 
the association’s Veterans Affairs Com- 
mittee. Mr. Gable is president of The 
William F. Gable Company in Altoona 
and is also president of the Gable 
Broadcasting Company. 

A former vice president of NRDGA 
and twice a Director, Mr. Gable is a 
veteran of World War I. During this 
war, he has taken a prominent part in 
the organization of Altoona’s Veteran 
Service Plan, which has received na- 
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tion-wide acclaim for its practical as- 
sistance to returning servicemen. 

Major Namm announced at the same 
time that the committee, in addition to 
Mr. Gable, is composed of the follow- 
ing: F. G. Atkinson, R. H. Macy & Co.; 
B. H. Gitchell, Allied Stores Corp.; E. 
A. Raisbeck, Thorndyke DeLand & As- 
sociates; C. E. Harner, Hill & Knowl- 
ton; Miss Lois Munn, James McCreery 
& Company. 


Resigns to Join New Firm 


Boston, Mass.—After 25 years of 
association with the Allied Kid Com- 
pany, Louis Cohen has resigned and 
joined the A. S. Burg Company. He has 
been placed in charge of sales. 


Veteran’s Photo in Store Ads 


New ORLEANS, LA.—M. Pokorny and 
Sons, Ltd., announces the return of 
veteran employees in newspaper adver- 
tisements. A photograph of the return- 
ed soldier in civilian attire with his 
time and theater of service is included 


Remodel Interior 


HoitTon, Kans.—The interior of the 
Lynn Shoe Store, which has been un- 
dergoing enlargement of floor space 
and remodeling, is now being redeco- 
rated, according to reports. A glisten- 
ing white paint, which is being applied 
at present, is adding to the improve- 
ment of the modern, up-to-date store. 


Boot and Shoe Recorder 












certificate for the brand name 
Certifi 
shoppers continuously for fifty y 


Posner Given Public Service Certificate 





New York—Herbert Posner (left), president, Dr. A. Posner Shoes, Inc., at the 
Brand Names Research Foundation New York Area testimonial dinner at the Hotel 
Astor receives from Howard B. Snader, treasurer of Vanity Fair Mills and Eastern 
vice-chairman-elect of the foundation, the foundation's Certificate of Public Sefv- 
ice awarded to the brand name "Dr. Posner, 1888". 
2nd, president, Penn Metal Corporation of Pennsylvania, who also received a 

Penn Metal, 1885". 
cates were awarded to 206 brand names which have served American 
ears or longer. The New York dinner was fourth 
in a series which will be held in trade centers throughout the United States. 
Previous testimonial dinners were held in Chicago, Cincinnati and Philadelphia. 


Looking on is F. E. Sagendorph 





Shoe Group Elects Officers 


CINCINNATI, OH!I0—The forty-sixth 
annual meeting of the Cincinnati Shoe 
and Leather Club resulted in the elec- 
tion of the following new officers: 
Albert Huesing, president; Robert F. 
Gerwin, vice-president; Richard Will- 
mes, secretary-treasurer, and Charles 
H. Miller, George J. Hoffmann and 
Charles Kelly, governors. A gold wrist 
watch and a framed testimonial of ser- 
vice was presented to E. E. Furstenau 
who has been secretary-treasurer of the 
organization for the past twenty-five 
years. 


Joins A. S. Beck 


New York—Albert Seicol has joined 
the A. S. Beck Shoe Corporation to be 
in charge of window and interior dis- 
plays. He spent 20 years with the John 
Irving Shoe Corporation. Mr. Siecol 
replaces Max A. Perles who resigned to 
enter business for himself in Florida. 


Compo Stock Redeemed 


Boston, Mass.—The Compo Shoe 
Machinery Corporation, by order of the 
board of directors, has elected to redeem 
all of the corporation’s $2.50 Cumula- 
tive Preferred Stock. Redemption price 
is $53.12 per share. 





Levy Leaves Curtis Shoe Co. 


MarRLBoro, Mass.—H. R. Levy has 
left the Curtis Shoe Company, Inc., 
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after ten years of affiliation. His future 
plans are indefinite, but he expects to 
maintain the company’s Philadelphia 
office until he assumes other duties. 





Injured in Fall 

Tucson, ArIz.—Julian H. Chapman, 
sales representative of the Queen Qual- 
ity Shoe Company in the Chicago area, 
was injured in a fall from a horse 
while vacationing here with his family. 
He is confined in St. Mary’, ‘§ Hospital 
and is reported improving. 





Burton Resigns from 
St. Louis Association 


St. Louis, Mo.—A. M. Burton, sec- 
retary of the St. Louis Shoe Manufac- 
turers’ Association for the past 15 
years, resigned as of February 15th. 
After a much needed rest, Mr. Burton 
will announce his future plans. No 
successor has been named. Meanwhile, 
the association offices in the Shell Build- 
ing are continuing the function under 
temporary management. 


Forms Partnership 


ExumirA, N. Y.— Panosian’s Family 
Shoe Store, which has been doing busi- 
ness for some time at 229 S. Main St., 
recently filed a certificate of partner- 
ship and assumed business name with 
the county clerk, attesting that Nazar, 
Sara and Manuel Panosian comprise 
the firm. 


Magazine Surveys 
Veterans’ Shoe Preference 


New YorK — The most important 
market surveys of the present and im- i 
mediate future must be oriented around 
the views of the 14 million servicemen 
and women who are now returning to 
civilian life, The American Legion 
Magazine said recently, in making pub- 
lic the results of one of its findings on 
veterans’ buying preferences. 

The veterans, the magazine points 
out, are certain to have a profound 
influence on the general pattern of 
consumer desires and wants. Not only 
will veterans. represent a huge con- 
sumer bloc in themselves, but their 
likes and dislikes will affect a much 
broader range of consumer choice. 

With the influx of World War II 
veterans into the American Legion at 
the present time, the magazine has 
undertaken a number of surveys which 
may help them to estimate the nature 
of the G.I. market. 

Shoes were chosen as one subject for 
investigation because of the unusual 
interest aroused in shoe material by 
wartime rationing of leather. 

In answer to the question: “What 
kind of soles do you prefer on civilian 
shoes?” a cross-section of the maga- 
zine’s readers answered as follows: 


Leather 76.2 per cent 




































Rubber composition ...........+.+. 17.8 per cent 
Leather for dress shoes; rubber 

for work shoes .......-..+.«+. 4.9 per cent 
Combination of leather and com- 

Pembttem .ccccccccccccccseccese 1.1 per cent 






100 per cent 

Details of veterans reasons for pref- 
erence stated are shown in the follow- 
ing tabulation of their replies: 
PREFERENCE FOR LEATHER- 

SOLED SHOES IN GENERAL. 

76.2 per cent 

The breakdown of this 76.2 per cent 
is as follows: 













| cncastntscncoonsesnacnas 55.5 per cent 
(don’t make feet sweat, lighter, 
hygienic, etc.) 

AGDERTORSS 000 ccc cccccsccccccess 14.7 per cent 





(retain shape and sole edge) 






More durable ........--ssssesees 10.1 per cent 
(don’t crack) 

Nonemarking .......-sssssseeves 8.3 per cent 
(refer repeatedly to floors) 

Flexible, healthier, better for 





11.4 per cent 


100 per cent 


PREFERENCE SPECIFICALLY EX- 
PRESSED FOR LEATHER-SOLED 
SHOES FOR DRESS 
The breakdown of this is as follows: 


dancing, other general reasons. 










ABOGREREED occccccccseccccscsess 59.1 per cent 
REP. ewoccccccoccesdeuna 22.7 per cent 
ae a eS ees Perr 18.2 per cent 





100 per cent 


PREFERENCE FOR RUBBER COM- 
POSITION - SOLE SHOES 
17.8 per cent 
The breakdown of this 17.8 per cent 
is as follows: 










ND. 5. ove ccasecesbewes 47 per cent 
ee TIT TT YT tee 23.5 per cent 
SUED: « onan ic cocncedugesees 21.6 per cent 
NEE © 0.06.00 vhs 6 cde de wi ben 5.9 per cent 
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“OUTDOR-EES" 
Flexible California Process 


SMOOTH ELK LEATHER 


$2.60 
@ pr. 
10 Net 30 
oe icago 
T-STRAP SANDAL 
Leather Sole 
oorone, AB ae ime, Red ateee 
White with Red. 
SIZES: oY ae ee ~ 
Packed 36 pr. to case assorted sizes 
Minimum pow 18 pr. per color. 


Immediate Delivery 


Play 
19 So. Wells St., Chicago 6, Ill. 











SHOE CLEANER 


SF, Oe ee 


SENSATIONAL 


White Dry Shoe Cleaner 





Cost, $1.75 Dz. — $18.00 Gr. 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


S$ & M CHEMICAL CO., Inc. 


2900 S$. Michigan Ave., Chicago, ill. 














Buy Savings Bonds 








Appointed to 


Promotion Post 


BROOKLYN, N. Y.— Mercury Foot- 
wear has announced the recent appoint- 
ment of Charles Wilpan as sales pro- 


CHARLES WILPAN 


motion and merchandise manager. Mr. 
Wilpan served as a naval lieutenant 
during the last three years, and was 
previously president of Ropeez. 


Anderson Elected to 
Kinney Board 


New YorK—At a special meeting of 
the board of directors of the G. R. 
Kinney Company, held here recently, 
C. O. Anderson was elected a director 
to fill the vacancy created by the death 
of E, H. Krom. 

Mr. Anderson has been associated 
with the company for the past fourteen 
years and has held the office of vice- 
president since 1937. 


- 

New Line of Display Fabrics 

Passaic, N. J—The Pantasote Com- 
pany, here, has announced a new line 
of durable display fabrics. These form 
a decorative background for retail 
store windows, lobbies, or theatrical 
displays. Available in metallic, pearl, 
or high luster finishes and various 
grain effects, they may be obtained on 
paper or sheeting. 


O’Connor & Goldberg 
To Open 15th Unit 


Cuicaco, ILL.—Planned for opening 
next September in Evanston is the 
15th unit of the shoe chain of O’Connor 
& Goldberg. There are today 13 stores 
in Chicago and one in suburban Oak 
Park. The location in Evanston will 
be at 624 Church Street, comprising 
an area of 50 x 102 feet. 

Plans are drawn up with a design 
of an elevated centre portion in the 
store, air-conditioning throughout and 
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PLAID SHOE LACES 





PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 











SOUVENIRS 


BUILD UP YOUR KIDDY BUSINESS 
Give-Aways for Boys and Girls 
BALLOONS—COMIC BOOKS—MARBLES 
Wire or Write Today for our Low Prices 
NATIONAL SALES CO. 


7403 So. Euclid Ave., Chicago 49, Illinois 











concealed lighting. Across the entire 
back width of the space there will be 
a display case for accessories, an im- 
portant part of the merchandising set- 
up of this company. Modern furniture 
upholstered in light colors will be used 
in sectional designs, whereby separate 
chair units or davenport effects can be 
utilized. Management states it plans 
to be able to accommodate about 75 
customers at one sitting. 

The price range will be similar to 
that shown now in the company’s East 
Madiscn Bootery—from $7.95 to $24.95. 
Russell Red who is at present manager 
of the Oak Park store will take over 
the managership of the new Evanston 
shop uvon its opening. 


Successful Show Held 
In St. Paul 


St. Paut, MInn.—The show held at 
the St. Paul Hotel, here, recently by 
the Northwestern Travelers’ Associa- 
tion was one of the most successful in 
some. time. With lines shown by 55 
exhibitors, buyers purchased every- 
thing that was available for delivery 
within a reasonable span of time. 
Present were buyers from North and 
South Dakota, Wisconsin, Iowa as well 
as Minnesota. 

The next show is planned for April 
27-30 at the same hotel, with already 
almost 100 exhibitors making reser- 
vations. 
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Dates to Remember 


Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 


March 17, 18, 1946 


Monthly Shoe Show, Shoe Travelers 
Asseciation of Chicago, Hotel Mor- 
rison, Chicago, Ill. March 25, 26, 


St. Louis Fall Openings, St. Louis Shoe 
Manufacturers’ Association. 
March 30-April 4, 


Advance Fall Openings, Guild of Better 
Shoe Manufacturers, New York City. 
Week of April |, 


Boston Shoe Market Week, New England 
Shoe and Leather Association, Boston, 
Mass. April 7-11, 
Advance Showing, Fall and Winter 
Styles, Boston Shoe Travelers’ Asso- 
ciation, Parker House, Boston, Mass. 
April 8-12, 1946 


Midwestern National Shoe Travelers’ 
Association, Paxton Hotel, Omaha, 
Neb. April 20, 21, 22, 23, 1946 


Shoe Show, Northwestern National Shoe 
Travelers’ Associaiton, St. Paul Hotel, 
St. Poul, Minn. = April 27, 28, 29, 30, 1946 
Spring Show, Central States Shoe Trav- 
elers’ Association, Muehlebach and 


Phillips Hotels, Kansas City, Mo. 
April 28, 29, 30, 1946 


Shoe Manufacturers’ Fall Opening Hotel 
New Yorker, New York on 
April 28-May 2, 1946 


Fall Shoe Show, Southwestern Shoe Trev- 
elers Association, Adolphus and Baker 
Hotels, Dallas, Texas. May 6, 7, 8, 9, 


24th Annual Sales Convention, Indiana 
Shoe 


Travelers’ Association, Shrine 
Temple, Indianapolis, Ind. May 12, 13, 
lowa National Shoe Travelers Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, lowa. May 12, 13, 14, 
Fall Shoe Show, Pennsylvania Shoe T: 
elers’ Association, Williom Penn Hotel, 
Pittsburgh, Pa. 


May 18, 19, 20, 21, 
Foot Health Week. May 18-25, 


Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Skirvin Hotel, 
Oklahoma City, Okla. May 19, 20, 21, 1946 





Joy Shoemakers Announce 


Sales Organization 


St. Lours—At a recent sales confer- 
ence, Jack Altman, president of Joy 
Shoemakers, Inc., announced a new 
sales organization made up of one 
woman and five men. The list of sales 
representatives and their territories is 
as follows: 

Aaron Siegel, formerly with Milius 
Shoe Company, will cover Pennsylvania, 
Maryland, Delaware, Virginia, West 
Virginia, Ohio, Indiana, Michigan and 
Washington D. C. 

Walter Feder will cover Illinois, Mis- 
souri, Arkansas, Texas, Louisiana and 
Oklahoma. 

George Rule, Jr., will cover Cali- 
fornia, New Mexico, Arizona, Nevada, 
Idaho, Washington, Oregon and El 

, Texas. 
Jack Staton will cover Kentucky, 
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TO THE CHAIN OF 


UNCLE SAM’S SHOE STORES 


The largest and most modern of Uncle Sam’s Shoe stores will open this 
spring at 308 Harrison Avenue in Harrison, New Jersey, a thriving 
industrial community of 20,000 people. 


We Need Shoes to open this store, and maintain the others in 
our chain. We need good, branded footwear in the medium- 
priced field for our family shoe stores. We want new sources of 
supply, and would like to discuss our plans for expansion with 
manufacturers and distributors in our field. Stores now located 


at Paterson, N. J., Passaic, N. 


Harrison, N. J. More coming! 


J., Newark, N. J., Nyack, N. Y., 


Communicate with Samuel MU. LeVine, President 
UNCLE SAM’S SHOES, INC. 


76 MAIN STREET 


PATERSON, N. J. 


Wholesale Division: The May Co., 200 Church Street, N. Y. C. 








Mississippi, Alabama, North Carolina, 
South Carolina, Georgia and Florida. 

Harry Meyers will cover Kansas, 
Colorado, Nebraska, Iowa, Wisconsin, 
Minnesota, North Dakota, South Da- 
kota, Wyoming and Montana. 

Miss Amy Schloss is to be in charge 
of the New York office in the Marbridge 
Building. Miss Schloss will cover New 
York City and the New England states. 

George Rule, Jr., has opened up a 
very modern office in the Haas Build- 
ing, in Los Angeles. 

In addition to their lines of infants’, 
children’s and misses’ casuals, which 
include both open and closed toe pat- 


terns, Joy Shoemakers will introduce at 
the forthcoming openings a new line 
for the teen-age group. This line will 
be made in widths from sizes 3% to 9, 
slip-lasted construction. First showing 
of the new samples will be on live 
models at the fall footwear openings 
in St. Louis, New York and Dallas. 

Another innovation which Joy Shoe- 
makers are adopting is their new foot- 
shape last to be used in the production 
of their infants’, children’s and misses’ 
lines, 

This company plans to occupy a new 
and much larger factory within the 
next few months. 
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MEN'S ROMEOS 
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MEN'S 
Leather Romeos 
Leather Soles 


Net 30 days, F.0.8. Chicage 


COLORS: Brown and Black 
Sizes: 6!/2-11 
24 pairs to the case 
immediate Delivery 


McBREEN SHOE Co., Inc. 


305 W. Moarce St., Chicago 6, Ill 
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X-RAY SHOE AITTERS 
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PRIMEX .... -.. «. 


most imitated shoe fitter. 
Our circular tells you why 
+: @ pe WOU Se 6 


PRIMEX EQUIPMENT CO. 
135 Se. LaSalle St., Chicago 3, iil. 
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Michigan Travelers Name New Officers 


New officers of the Michigan Shoe Travelers’ Club for 1946. Left to right: 
Moe Cantor, secretary; Al Apple, treasurer; George Lawson, president; Sam Kane, 


vice-president. 


Left to right: Frank A. Heutter, recently elected life member of the board; 


George H. Lawson, incoming president being presented the ga 


vel by Norman 


Souther, secretary of the National Shoe Travelers’ Association; Samuel S$. Weiss, 


retiring president. 


DETROIT, MicH.—New officers of the 
Michigan Shoe Travelers’ Club were 
installed at a well-attended evening 
session in the English Room of the 
Hotel Statler, which was combined 
with the annual Ladies’ Night of 
the organization, recently. Norman 
Souther, of Chicago, secretary of the 
National Shoe Travelers’ Association, 
was the installing officer, with George 
H. Lawson taking over as president. 
Other new officers are: Sam Kane, 
vice-president; Moe Cantor, secretary; 
and Al Apple, treasurer. 

This was the tenth anniversary in- 
stallation for the MSTC, and the 
event was observed with special cere- 
monies befitting the occasion. Retir- 
ing president Samuel S. Weiss, who 
held office for three terms, was pre- 
sented with a wrist watch, while pen 
sets were given to the other retiring 
officers—Vice-president Lawson, Sec- 
retary Kane, and Treasurer E. W. 
Jensen. 

Past-president Frank A. Huetter 
was voted a life member of the Board 
of Directors. 


New committees were appointed by 
President Lawson as follows: Monthly 
Shoe Show: E. W. Jensen, chairman; 
John Shelby, signs; Henry Schwartz 
and Ben Stark, collectors; Samuel S. 
Weiss, publicity and advertising. 

Grand Rapids show: Curtis Johns, 
chairman; Carl Berberg, F. H. Dickin- 
son, and H. B. Lovall. 

Membership: Henry Schwartz, chair- 
man; Lyle Johnson and Carl Berberg. 

Auditing: Frank A. Huetter, chair- 
man; Bruce Dickman and Samuel S. 
Weiss. 

Entertainment: C. E. Armbruster, 
chairman; I. C. Warshawsky and Frank 
Delboy. 

Fair practice: Harold Broadwell, 
chairman; Samuel S. Weiss, Bruce 
Dickman, Frank A. Huetter, and Wil- 
liam Ratz. 

Sick and flower: Harver Elbinger, 
chairman; Oscar Freiwald and Harry 
Mominee. 

Publicity: Samuel S. Weiss, chair- 
man; Curtis Johns and William Ratz. 
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Named Publicity Head 


Cuicaco, Inu.—Urban K. Allen has 
been appointed publicity director for 
the Chicago Shoe Travelers’ Associa- 
tion. 


U. S. Rubber Sales 
Reach High Mark 


New York—Consolidated net sales 
of United States Rubber Company for 
the year 1945 reached a high of $471,- 
506,473, according to the fifty-fourth 
annual report to stockholders, released 
for publication recently by F. B. 
Davis, Jr., chairman of the board, and 
Herbert E. Smith, president. This was 
an increase of 6.4 per cent over sales 
of $443,077,453 reported for 1944, 
which had been an all-time high until 
last year. 

As in previous years, 1945 sales do 
not include a substantial volume of 
production in munitions and synthetic 
rubber plants owned by the govern- 
ment and operated by the company on 
a cost-plus-fixed-fee basis. This pro- 
duction amounted to more than $310,- 
000,000, for which a fee of $4,940,958 
Was received. 

Net income totaled $13,024,778 after 
deducting all charges, including pro- 
visions for Federal and foreign in- 
come taxes and all known expenses re- 
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Detroit, Mich.—That shoe fitting and 
selling must remain an individual and 
personalized business is the theme of an 
advertising campaign launched by the 
R. H. Fyfe & Company, “America's Larg- 
est Shoe Store”. Theme is that everyone 
is different, so, as a lead-off advertise- 
ment prociaims: 

“You can buy a standard car and you 
con buy a standard collar, but there is 
no such thing as a standard shoe.” 

The ad goes on to point out that 
everyone's feet are different, and goes 
further to point out that most people 
have differences between the left and 
the right feet, so that “shoe fitting be- 
longs in the hands of experts—special- 
ists with a background of experience.” 

Citing the big store's 81 years of busi- 
ness, if points out that many men have 
been with the store over thirty years. 





lating to the war. After allowing for 
$8 a share on the preferred stock, this 
was equal to $4.44 a share on the com- 
mon stock. Net income for 1944 was 
$15,832,613, or $6.04 a common share. 

The report shows net working capi- 
tal increased to a new peak of $110,- 
070,924 from $93,782,772 at the end of 
the previous year. Current assets 
amounted to $167,567,570 and current 
liabilities were $57,496,646, compared 
with $157,209,948 and $68,477,176, rce- 
spectively, a year earlier. Of last 
year’s current assets, $36,224,764 was 
cash and U. S. Treasury Bonds, com- 
pared with $27,479,654 in 1944. 


Boston QD Moved 


Boston, Mass.—The headquarters of 
the Boston Quartermaster Depot, lo- 








Limited quantity of Gym 
Shoes. Heavy black and 
brown fabric upper ... 
sturdy white platform .. . 
rugged rubber sole... 
Littleway stitch. 


het Zuichlyl 


MAURICE C. SMITH CO., INC. 


Manutacturers of Novelty Footwear 


861 Broad Street, Providence 7, R. |. 

















cated since early 1942 in the Noyes- 
Buick Building, at 855 Commonwealth 
Avenue, Boston, has moved back to the 
Army Base at 666 Summer Street. The 
depot still occupies leased warehouse 
space in Lawrence and Waltham, and 
at the Wiggins Terminal on E. Street 
in Boston. 


1945 Production of 
21 Million Pairs 

WASHINGTON—Shoe and slipper pro- 
duction in the United States in 1945 
was 483,700,000 pairs, as compared with 
462,500,000 pairs in 1944, on the basis 
of preliminary data for December, 1945, 
released by the Bureau of the Census, 
Department of Commerce. In December, 
1088 establishments manufactured 34,- 
600,000 pairs. 

Of these, 34,000,000 were made for 
civilian use and 600,000 on government 
contract. Production during Novem- 
ber reported by 1090 establishments 
amounted to 40,000,000 pairs, of which 
89,200,000 were for civilian use and 
800,000 were made on government con- 
tract. 

Shoe and slipper production in 1945 
for civilian use increased 5.7 per cent, 
from 417,400,000 pairs in 1944 to 441,- 
200,000 pairs in 1945. Production on 
government contract in 1945 decreased 
5.8 per cent, from 45,100,000 pairs in 
1944 to 42,500,000 pairs in 1945. 
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MOCCASINS 
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MOCCASINS for the 
ENTIRE FAMILY 


Brown Leather Uppers 
Brown Orthopedic Rubber Soles 





No. 600 Men's | in +3 #.09 


1.78 
All prices subject to 272% OPA 2 dhostment 
e 
DELIVERY: March-April 


TERMS: Net 10 days F.O.B. New York 
Packed 36 pr. of a style to a case 


ALLIED FOOTWEAR CO. 


154 Duane St. New York 13, N. Y. 











SANDALS 





“OUTDOR-EES" 
Simulated Leather 
with platform 


o pr. 
2% 10 days, Net 30 
F.0.B. Chicago 


T-STRAP SANDAL 


COLORS: All over mrcvaghoed Beige, Red, 
Patent, Brown. 


SIZES: 4 to ? (haif sizes) M width. 


° Packed 36 pr. te ease, assorted sizes. 
Minimum orders 16 pr. per color. 


Immediate Delivery 


WILLIAM COHAN CO. 
— Third Floor — 


Play Shees—House Slippers—Sport Shoes 
Ly» So. Wells St., Chicago 6, Ill. 











Buy Savings Bonds 
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Test Your Boot and Shoe 1.Q.! 


Kinds of Footwear 


Identify the persons and things de- 
scribed in the clues given. In each case, 
it’s someone or something related to a 
type of footwear. Score 5 points for 
each correct answer. For 50 or above, 
go to the head of the class; 40-50 is ex- 
cellent, and 30-40 fair. If you score be- 
low 30, better try again! 

1. Part of brake: 

2. English handy-man: 

3. Prussian General: 

4. Deliberate destruction: 
5. Plunder: 

6. S$. European peninsular: 
7. Water-lifting device: 

8. Persons who creep along: 
9. Device for repairing a tire: 
10. A toady: 
11. An illegal dealer: 


[ANSWERS ON PAGE 105] 





Large Amount of Business 
Done ir Detroit 


Detroit, MicH.—The two-day show 
held by the Michigan Shoe Travelers’ 
Club at the Hotel Statler recently re- 
sulted in an unexpectedly large amount 
of business. Coming only three weeks 
after the annual Michigan Shoe Fair, 
little attendance had been expected, but 
it proved above normal for a monthly 
show. 

General story was one of shortages 
of shoes in every department. Mer- 
chants were literally running from room 
to room trying to get almost any kind 
of stock for their depleted shelves, with 
little success for the most part. 

Women’s novelties in particular were 
in demand. Patents, gabardines, or any 
types of leather sold equally well. Re- 
tailers were literally buying anything 
they could place an order for with any 
assurance of delivery. Some tendency 
to overbuying in the hope of restoring 
stock volume was noted. 

Orders were for immediate resale, 
with emphasis on Easter shoes. Biggest 
demand was still for patents despite the 
shortage, with the black leather situa- 
tion tight. Men’s shoe situation was 
reported desperately short, while in 
children’s, the supply was a little better 
than in recent months, but demand still 
far ahead. 


Market Week Chairmen 
Announced by NESLA 


Boston, Mass.—The following mem- 
bers of the New England Shoe and 
Leather Association have been appoint- 
ed chairmen of the six operating com- 
mittees of the New England Shoe Mar- 
ket Week, which will be held in Boston, 
April 7-11, according to T. Kenyon 
Holly, general chairman: Finance Com- 
mittee—Abe W. Berkowitz; Shoe Fash- 
ion Revue—Jack Sandler; Publicity 
Committee—Geo. A. Dempsey; Adver- 
tising Committee—Samuel L. Slosberg; 
Hotel Committee—James J. Molloy; and 
Allied Trades Exhibits—Mark Edison. 
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SHOE ORNAMENTS 
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e SHOE BEAUTIFIERS « 
by 
DANIELS 


STYLE #52 LILY BOW 
Made in Black Plastic Patent or Black Suede. 
Studded with Square Gold Nail Heads 
All Ornaments with Clips 


$1.25 per pair —'2,palr orders 


minimum 
Immediate Delivery 


Samples of other styles on request. 


DANIELS MANUFACTURING CO. 
5403—18th Avenue, Brooklyn 14, N. Y. 


WESTERN BOOTS 
GENUINE GOODYEAR WELTS 


$695 


e SOLID COLOR 
e ALL BLACK or 
e ALL BROWN 


Solid Leather Soles 
Fancy Stitching 


No. 3824 Black 
Ne. 3825 Brown 
SIZES 5-12 


ARNOFF SHOE CO.,INC., 101 Duane S$t.,N.Y.C 








The manager of this Market Week, 
which will be the only national showing 
of Fall shoe styles, is Maxwell Field, 
the association’s executive vice-presi- 
dent and secretary. 


To Open New Store 


BROCKTON, Mass.—Fred L. Hasey, 
vice-president and general manager of 
store operations of the Geo. E. Keith 
Co., recently visited Madison, Wis., 
where he negotiated for the lease for a 
new Walk-Over shoe store. The new 
store will be completely remodeled and 
a black vitrolite front with a new front 
showcase type of window will be in- 
stalled. The move was necessitated be- 
cause the owners wanted the property. 
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FOOT-KIND 


Bracelet sandal of white elkskin, just what style-conscious 
liccle girls want to wear with frilly dresses. Also in brown 


kskin or black patent. Sizes 844 to 11%, 12 to 3. - 


SHOE COMPANY+ ST. LOUIS > NEW YORK + CHICAGO+ LOS ANGELES 





Detroit Merchants Erect Build- 
ings to House New Shoe Stores 


Derrorr, Micu.—The Motor City is scheduled to experi- 
ence a wave of opening of new shoe stores within the com- 
ing few months, according to indications in the trade here. 
Symptoms are especially noticeable in the wholesale trade, 
where inquiries about supply conditions have been coming 
in increasing quantities for the past few weeks. 

Trend of inquiries indicates that prospective merchants 
are actually preparing to open, and that there is only one 
real factor holding them back—the present scarcity of 
merchandise. Travelers and wholesale men indicate that 
there will be a continued shortage of stock until Fall, 
although some firms have managed to get around this situa- 
tion by various methods, and a number of new stores have 
already been opened with some fair representation of stock 
on their shelves. 

Most of the new stores to be opened are to be in new 
structures; new buildings are being erected in many parts 
of the city by individual merchants for their own occu- 
pancy, rather than for lease as has been the case in the 
past. Reason is the shortage of store space, with few 
vacancies of any type in the commercial field. New con- 
struction is seriously handicapped right now by the short- 
age of materials and labor, but some is under way. 

Locations are chiefly in the outlying suburbs, about half 
within the city limits, the other half in neighboring com- 
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munities or townships. Commercial building was at a 
minimum during the war, when thousands of new home 
structures were erected throughout the metropolitan area. 

Owners of the new stores are mostly men who have had 
some background in the shoe business. In most cases they 
have worked as clerks or managers in stores for a num- 
ber of years. In very few cases, surprisingly, are the new 
store operators ex-G.L’s, despite the general opinion that 
veterans will be stepping into their own business ventures. 





Gilbert’s Stages Huge Shoe Promotion 
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SANDALS 








CHILDREN’S UNLINED 


BAREFOOT SANDALS 
$1.60 


Terms: 
2% 10 days 
F.O.8. N. Y. 


Long-wearing Brown Rubber 
Soles and Heels 


No. 700 Brown No. 704 White 


No. 708 Red 
Sizes 6-12 or 6-2; half sizes 
Packed 36 pairs of a color to a case 


M. D. SHOE COMPANY 


101 Reade Street New York 13, N.Y. 








CHILD'S SLIPPERS 








BUY AMERICAN 

CHILDRENS ALL LEATHER SLIPPERS 
Leather Uppere—Fiexible Hard Leather Seles 
Plaid Linings—At Once Delivery 

Full Sises 6 to 8 Style 

Brown or Blue—Net 10 

$1.45 per pair 
&MERICAN SHOE CO. 
251 W. Jefferson Ave. 

Detroit 26, Mich. 








SANDALS 








LEISURE SANDALS 
Cowhide Leather 
Composition Soles 


Children's Sizes 5-11 $1.35 
Misses’ Sizes {2-3 1.45 
Ladies’ Sizes 49 1.55 
RED, — Size Range to case. 
immediate Delivery 


oe SHOE E COMPANY 


New York 7, N. Y. 











Three-Point Program 
For Shoe Imports 


New YorK—The press of Buenos 
Aires has given considerable attention 
to the views of Otto H. Newman, of 
Mark and Newman, New York women’s 


OTTO H. NEWMAN 


shoe importers, recently in Argentina 
on his third visit since 1943. Mr. New- 
man believes that Argentine manufac- 
turers must adhere to a three-point 
program if production for the Ameri- 
can market is to be assured. 

First, manufacturers must stabilize 
prices. Skyrocketing prices have 
reached a peak. Should they go higher, 
there is danger of killing the United 
States market, he believes. 

Also, exporters should have the ad- 
vice and assistance of experts. “Foot- 
wear is a highly specialized item,” Mr. 
Newman said, “and should not be 
handled by exporters of general mer- 
chandise unless such firms have a 
thorough knowledge of and continuous 
information from the American shoe 
market.” 

In addition, perfect fitting and high 
quality are mandatory fer shoes 
marked for export, Mr. Newman be- 
lieves. “American women are quality 
minded,” he said. “They will insist on 
flawless execution and styling of all 
wearing apparel, and especially foot- 
wear.” 


Modernize Shoe Store 


WILKES-BARRE, Pa. — Thrift Shoe 
Stores have completed alterations which 
make its store here one of the largest 
and most modern in the city. Space on 
the main floor has been doubled by in- 
cluding an adjoining store. The front 
comprises three large windows, two en- 
trances to the main floor and an outside 
entrance to the bargain basement which 
is a complete family store in itself. 

The first floor is brilliantly lighted by 
fluorescent fixtures. Store fixtures are 
of the most modern design. Besides 
shoes for men, women and children, the 
store has hosiery, handbags, cosmetic 
and costume jewelry departments. 


CASUALS 








Men's Casuals 


California Process 
Smooth no mark sole finished Ike leather 


yt 
10 days net 
F.0.B. Chicago 
Fabric upper—platform, 2 tone effect. 
COLORS: Rust & Brown—Wheat & 


Brown. 
SIZES: 6 to 10 and 7 to II. 


36-pr. or 18-pr. Lot 
immediate Delivery 


IRVING LAMET SHOE CO. 


329 W. Monroe St., Chicago 6, Ill. 
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WOMEN'S SANDAL 


$6936--lnitation Patent Leather 
Leather Sole. Fiat heel 


$6930—Imitation Brown Calf 
Leather Sole. Flat hee! $1.65 a pr. 
Sizes: 4 to 9. 18 prs. minimum 


Immediate Delivery 


McBREEN SHOE CO., Inc. 


305 W. Monroe St., Chicago 6, il. 
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GIVEAWAYS! 


THE SHOE RETAILER’S 


SURE- 
GOODWILL 
BUILDER 


Write for our 
newest illus- 


No. 46 
DANCING 
RABBIT 


Colorful accordion-like 
paper body opens and 
folds. Size closed 6%" x 
6%", size open 6%," x 24”. 


FIRE 


Price, with your ad, 

288 (min.)—5¢ each 
576—4%¢ each 
1000—4 2 ¢ each 
Without ad, 288 (min.)— 
4%¢ each 


trated catalog 


of souvenirs and 
advertising nov- 
elties for boys 
and girls. 


ASK FOR CATALOG 25A 


Note: No. 48 DANCING 
CLOWN and No. 49 
DANCING GRENADIER 
(not shown) same size, 
same prices as No. 46 


THE Lederer INDUSTRIES, Inc. 39-45 WEST 19th STREET - NEW YORK 11, N.Y. 


SUPPLYING ADOVERTISING NOVELTIES 
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40th Anniversary of 
Seton Leather Company 


NEWARK, N. J.—With patent leather 
occupying a place of exceptional promi- 
nence in the current season’s shoe style 
picture, the 40th anniversary of Seton 
Leather Company this month is an 
event of special trade interest. 

Newark and patent leather are in- 
separably linked together in the minds 
of those who know the history of 
American tanning. The first patent 
leather in America was produced in 
1822 in Newark, New Jersey by a 
famous inventor and trade artisan, Seth 
Boyden. It was in Newark that Seton 
started operations in 1906 at a time 
when there were as many as thirty com- 
petitive lines of patent leather being 
offered to the shoe trade. 

The present head of Seton Leather 
Company, Joseph Kaltenbacher, edu- 
eated and trained in leather making at 
Europe’s most famous tanning school, 
“showed his stuff” as a leather master 
and the business flourished. Experi- 
mentation and research were less com- 
mon in tanning operations a generation 
ago than now. Trained for studious ap- 
proaches to new methods, Mr. Kalten- 
bacher was able to gain on the exist- 
ing competition in the patent leather 
tield through the extra effort, time and 
expense he set aside for new develop- 
ment and testing. 

A considerable portion of the com- 
pany’s production was devoted to army 
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Air Freight Speeds Style Shoe Shipment 


Pittsburgh, Pa.—An augury of things to come in shoe merchandising Is to be seen 
in the growing use of air freight for fast shipment of shoes. The use of air freight 
necessitates timing and pre-planning, evident in a sales arrangement between Ben- 
jamin Schwartz, center, president of the Guild of Better Shoe Manufacturers and 
head of Schwartz and Benjamin, Inc., and W. H. Walters, left, manager of Jonas- 
son's Shoe Salon here. 

Mr. Schwartz recently transported 300 pairs of shoes from New York to Pitts- 
burgh via the Pennsylvania Central Airlines. The shoes were packed at the factory 
in the morning, placed aboard the plane in New York at 1:45 P.M., delivered to 
Mr. Walters two hours later, and were on sale in Pittsburgh the same evening. Dis- 
plays, advertising and publicity were completed on the retail end in advance. 
Captain Crissfield, PCA pilot, is on the right. 





full grain and corrected sides and its 
world famous patent, which is finished 
in the company’s recently acquired 
japanning plant in Wilmington. 


leather during the war years and the 
cutput is gradually being restored to its 
former proportions, The Seton tan- 
nery produces white buck side leather, 
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MEN'S CASUALS 





$9.45 Pr. 


#6592 
any sizes 6 to 12 
immediate delivery 


* Stroller grain leather uppers 
¢ Single leather outersoles 

¢ Grain leather innersoles 

© Tan rubber heels 

Stitchdown construction 


THE 


PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 

Honest Made since 1808 
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DISPLAY SHOE FORMS 














CELLULote — ladies’, misses’, oneret $8 — flesh 
= color only, varied heel heel heights and izes—immediate 
Also PLASTIC (Lucite) DISPLAY SHOE STANDS, 
men’s or women's—attractive. 

Write for samples or details 


LYONS & COMPANY 


120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 














WORK SHOES 








Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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Shoe Retailers in Finland 
In Dire Straits 

STOCKHOLM, SWEDEN—The retail 
dealers of shoes in Finland are in a 
different situation, it is reported from 
Helisinki. Due to rigorous regulations, 
set by governmental authorities, all 
trading with leather is scheduled and 
controlled by the state. Price policy on 
shoes is said to be one of the disastrous 
factors, another being the shortage on 
leather. 

Finland has been subject to a short- 
age of most essential wares during the 
war, and this cannot be eliminated im- 
mediately. The retail dealers report 
that during 1944-45 they have had to 
face a deficit. The shoe authorities 
have put under control all production 
and distribution of shoes and boots in 
Finland, even after the armistice, and 
at the present moment there is little 
difference in the situation compared 
with wartime conditions. 





Veteran Made Store Manager 


MANCHESTER, N. H.—Edward (Ted) 
Forbush has been appointed manager 
of Quality Shoe Stores, Inc., at 92 
Hanover street. Mr. Forbush, recently 
discharged after overseas army ser- 
vice, was associated with the concern 
for seven years before entering the 
armed forces. 





Wins First Prize in 
In Victory Bond Contest 





New York—Al Cohen, of Carl's Shoe 
Store, San Francisco, Calif., is the win- 
ner of a $1,000 Victory Bond, first prize 
in the Esquire Boot Polish Victory Bond 
Contest. His winning “last line" was 
submitted in competition with almost 
10,000 others. 

Other major winners were: Mrs. Del- 
marie Morrissey, Gebharf-Gushard's, De- 
catur, Ill., whose reward was a $500 Vic- 
tory Bond: Edward J. Bushell, Kays-New- 
port, Providence, R. |., who captured the 
third prize, a $250.00 Victory 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


QUALITY SHOES SINCE 19382... 
FROM 16 LEADING ST. LOUIS 
FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 


While in town “C" Well 


M. K. WEIL SHOE CO. 


1215 WASHINGTON AVE. 
ST. LOUIS 3, MO. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARI§ SHOE CO.., Inc. 
Worth 2-5190-1 
79-81 Reade St., New York 7, N. Y. 
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STYLECRAFT 
SHOE ORNAMENTS 





Add 
“GLAMOUR” 


to Shoes 





The “CINDERELLA"—Style #5512 
Your choice of genuine calfskin in Black, 


Suede. 
Naitheads. Clips on all 0 

Minimum Orders 
$].00 a pair 12 pairs 
DELIVERIES MADE PROMPTLY! 


STYLECRAFT PRODUCTS CO. 


16 HUDSON ST., NEW YORK 13, N. Y. 
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SHOE STORE SUPPLIES 
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Give us a trial by placing your order 


with our ur company. Prompt Delivery. 

— CAVALIER LIQUIDS and 
CREMES, ESQUIRE, NUGGET, WHITTEMORE 
PASTES. ‘PIERCE, MILLER, ANDERSON SHOE 


The Paterson Leather pe Comper 
374-376 Main St. 
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BEN ORLICK 


New Yorx’s Live Wms Jossee 
QUALITY LEATHER 
PLAY SHOES! 


California Process 
$7.85 


Net 10 days 















18 or 36 pr. lots 
AT ONCE DELIVERY 
Sizes 4-8 and 5-9 


705 PLASTIC PATENT 
706 RED ELKSKIN 
“-707 BLUE ELKSKIN 
708 BEIGE ELKSKIN 
709 BROWN ELKSKIN 
710 WHITE ELKSKIN 


134 W. BROADWAY, NEW YORK 











Shoe Wage Increases Range 
From 10 to 15 Per Cent 
Boston—John J. Mara, president of 
Boot and Shoe Workers’ Union (AFL) 
reports that since V-J Day, 36 contracts 
have been negotiated under the terms of 
idl 


which wage increases ranging from 10 
io 15 per cent have been secured for the 
members of this union. This total of 36 
includes new contracts as well as the 
renewal of old contracts. Contracts 
vary in length from dne to three years, 
in which respect they lack uniformity. 
All contracts, however, include a clause 
pledging both sides to arbitration in 
the settlement of labor disputes. The 
Boot and Shoe Workers’ Union claims 
40,000 members out of a total of a gov- 
crnment-estimated 220,000 shoe work- 
ers, many of whom, of course, are not 
members of any union. m 

United Shoe Workers, CIO Union, 
which claims to represent over 50 per 
cent of the industry’s workers has ne- 
gotiated new contracts with a large 
rumber of manufacturers, including a 
rumber of the larger units, since V-J 
Day. Wage increases are said to aver- 
age 12% to 15 per cent. 

In the Massachusetts shoe-manufac- 
turing districts known as the South 
Shore, the bargaining agent is the 
Brotherhood of Shoe Allied Craftsmen 
(Ind.) headed by Alphonse Sampson as 
president. Mr. Sampson estimates that 
wage increases since V-J Day have 
averaged 13 per cent and says that the 
life of the contract now being negoti- 
ated with the employers will be fixed 


‘at one year. This union has organized 


26 of the approximately 40 shoe fac- 
tories in this district. There has been, 
Mr. Sampson says, only one work stop- 
page which could be classified as a 
strike—a two-day walk-out of lasters. 





To Open in New Location 

SACRAMENTO, CALIF.—Green & Hay- 
den’s Buster Brown Shoe Store have 
closed their store at 808 Kay Street and 
will soon open in new quarters. 





Ballet-Type Window Proves Success 





New York—Ballet slipper types of casual shoes were featured with marked suc- 
cess in this Fifth Avenue window of ye! Lewis, Inc. The display was part of an 


promotion campaign which el 
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response from all over the country. 


_The company's shoe department features only low heel footwear. 


Washington Newsreel 
[CONTINUED FROM PAGE 40] 


On shoes, specifically, it is OPA’s 
view that the 4.5 per cent increase 
already granted is enough to keep the 
industry earnings at the 1936-39 level. 
The only concession that has been 
granted is an old one, that is, OPA has 
agreed to take into consideration the 
manufacturing industry’s first quarter 
1946 earnings as a possible basis for 
future action. 

Another point which might force a 
rise in shoe prices is contained in the 
contracts with the United Shoe Work- 
ers, CIO, covering about 55 per cent 
of the industry, which stipulate that 
the contracts may be re-opened on 
June 1, 1946, to determine whether the 
cost of living at that time warrants a 
further increase*in wages. If a fur- 
ther increase is granted, and earnings 
fall below the 1936-39 level, there will 
be a price rise. 

The policy, as outlined above, also 
applies to tanners, finders, and all 
other leather producing and consum- 
ing industries, 

Summing up the situation, the fol- 
lowing notes of caution might be 
added: (1) Don’t expect the demise of 
price control before June, 1947; (2) 
don’t expect any immediate rise in 
footwear prices, except in a few indi- 
vidual cases, Which are inconsequen- 
tial; (3) don’t expect any immediate 
relief from cost absorption. 





Chicago Held Likely Choice 
As Shoe Fair City 


Boston — Persistent reports have 
been current in the trade here for the 
past 10 days to the effect that plans 
for the 1946 National Shoe Fair were 
nearing completion. While some of 
these reports have mentioned other 
cities as possible places for holding the 
Shoe Fair, the tendency here has been 
to discount these rumors and to be- 
lieve that Chicago would finally be 
selected for the big national show, with 


‘the dates in late Fall, as heretéfore. An 


early announcement to that effect would 
cause no surprise. 





Executive Vice-President L. E. 
Langston said in New York Feb. 26 
that he was unable to make any state- 
ment regarding time or place of the 
1946 National Shoe Fair. 





Collect Ton of Shoes 


MANHATTAN, KAaNns.—lIn the recent 
Victory Clothing Drive conducted here 
Ly the Lions Club, more than a ton of 
shoes were coliected, according to My- 
ron Rooks, chairman. This included 71 
sacks of shoes, most of which were in 
good condition, he said. 

Between 17,000 and 20,000 pounds of 
clothing and shoe8 were collected in the 
one-day drive, Mr. Rooks estimated. 
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GIRLS' KNOCKABOUTS 











Best Grade 
Girls’ Brown Suede Casual 
Genuine Goodyear Welt 


Neolite Soles | 
$3.25 


Sizes 4-8, 
Packed 18 prs. 
te ease, 





Write for folder 
Moccasins, other slippers 


CONJOR SHOE CO. 


287 Broadway New York 17, N. Y- 
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MEN'S SANDALS 


6 6, 68 6 








MEN'S LEATHER SANDALS 


LEATHER SOLES with PLATFORM 
BROWN RUBBER HEELS — Will 
not mark floers 





F 


tyle Sandals Available—Some With 
Wedge Heels 


KANDEL SHOE CO. 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 
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WOMEN’S SLIPPERS 








Women's FELT 
Juliet 


Hard Leather 






Compo Sole 
No. 71 
Grown 36 pr. te case 
$1.25 pr. 
Immediate 
Delivery 
BLAIR & ROSS, Inc. 
76 Reade St. N.Y. C. (7) 


% 








Obituaries 





George N. Gordon 


BrockTon, Mass.—George N. Gordon, 
retired district manager for the United 
Shoe Machinery Corporation, died at 
his home, recently after a long illness. 





GEORGE N. GORDON 


Mr. Gordon retired in 1938 after hav- 
ing been associated with the United 
Shoe Machinery Corporation for more 
than 50 years. ° 

A native of Huntly, P. E. I., he lived 
in Brockton 45 years. He was an active 
member of the Porter Congregational 
Church, he held membership in the 
Brockton Rotary Club, and recently was 
named an honorary life member of the 
Brockton Commercial Club. He also 
was active in YMCA and local com- 
munity fund activities. In 1932 he was 
one of 281 citizens chosen to represent 
the state on the national! council of the 
National Economic League. 

He leaves his widow, Mrs. Frances 
Rogers Gordon; a son, A. Ralph Gor- 
don; two daughters, Mrs. James B. 
Fraser and Miss Susan D. Gordon; four 
grandchildren and one great grandson. 





George J. Marott 


INDIANAPOLIS, IND.—George J. Ma- 
rott, widely known shoe man and phi- 
lanthropist, died Feb. 15 in his hotel 
here after a brief illness. He was 87. 

Within the last month, Mr. Marott 
gave half of the stock of his shoe con- 
cern to Butler University and the other 
half to the store employees. He also 
gave the former Hoosier Athletic Club 


* property to Purdue University and an 


eighty acre tract to the city for a recre- 
ational park area. He was a member of 
numerous civic, business and fraternal 
groups, including honorary life mem- 
bership in the Boy Scouts of America. 

Mr. Marrott was born in Daventry, 
England. 


Harry A. Goller 


Boston, Mass.— Harry A. Goller, 
veteran shoe traveler and manufac- 
turer, died suddenly at his home, 190 
Marlboro Street, Boston, recently: He 
was 71 years old and had been in the 
shoe business for more than forty 
years. 

Early in his business career he sold 
shoes for the Allen-Foster-Willett 
Company of Lynn, Mass. When two of 
the partners retired, Mr. Goller joined 
the third in establishing the Allen- 
Goller Shoe Co., with a factory on K. 
Street, South Boston. After the liqui- 
dation of this company, he traveled at 
different times for the Harvard Shoe 
Co., and the Carlisle Shoe Co. About 
five years ag@ he rétired from active 
business. 

Mr. Goller is survived by his widow, 
Mrs. Mabel Goller, and by one brother, 
Henry, of Brookline. Funeral services 
were held at the funeral chapel of Short 
& Williamson, in Allston. Burial was 
in Iowa where he was born. 





Frank J. McCloskey 


Detroit, Mich.—F rank J. McCloskey, 
52, who died suddenly from a heart at- 
tack while on a business trip to New 
York recently, was a founder and the 
first president of the Michigan Shoe 
Travelers’ Club, and long a leader in 
Michigan shoe circles. 

He was district sales manager for 
U. S. Rubber Company im the footwear 
division. . 

Mr. McCloskey started with the com- 
pany in 1919 as a footwear salesman in 
the Pittsburgh territory, and came to 
Detroit in 1925. In 1941 he was named 
district manager. 

He is survived by his widow and 
seven children. The.body was brought 
to Detroit for s@rvices, and taken to 
Greensburg, Pa., for interment. 





Mrs. Jane W. Byron 


BALTIMORE, Mp.—Mrs. Jane Wilson 
Byron, widow of Col. Joseph C. Byron, 
president of the Hagerstown Shoe and 
Legging Company, died of a heart at- 
tack suddenly in Hagerstown. She wus 
77. 

Mrs. Byron was a member of the 
board of the National Federation of 
Music Clubs, honorary president of the 
Maryland Federation of Music Clubs, 


president of the Hagerstown Garden ~ 


Club and a member of the Sulgrave 
and Mount Vernon clubs of Washing- 
ton and the English Speaking Union 
of Baltimore. 

She is survived by two sons, Maj. 
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CHILDREN’S ALL 
LEATHER SLIPPERS 


All Leather Uppers Style No. 301 
Red, Green 
Flexible Hard Leather Soles 

Fine Grain Leather 
Plaid Linings 
Regular Half Sizes 


In Stock 
At Once Delivery 
























See Us at Your Regional Show 
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Write Dept. 6L-3 for illustrated 
bulletin on Shoe and Slipper Felts. 


AMERICAN HAIR & FEL 


Merchandise Mart * Chicage 54, 


ptll-Fan 
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Gen. Joseph W. Byron, chief of the }y, J. Callahan 


United States Army Special Services, 
and David W. Byron of Hagerstown. 

Another son, the former Representa- 
tive William D. Byron, was killed in 
a plane crash in Atlanta in 1941. 





Will A. Camps 


New ORLEANS, LA.—Will A. Camps, 
77, for many years subscription repre- 
sentative-of BooT AND SHOE RECORDER 
in New Orleans, died here recently. He 
was known in this city as “the Shoe 
Ambassador,” and had a wide aequaint- 
ance among members of the trade in 
this section. 

He is survived by six daughters, Mrs. 
F. Barbalich; Mrs. J. C. Oster, Jr.; 
Mrs. B. Scotto; Mrs. T. E. Schley; 
Mrs. M. J. Smoho; and Miss Margaret 
Camps, and one son, James M. Camps. 





Ben Snyder 


LOUISVILLE, Ky.—Ben Snyder, owner 
of the Ben Snyder Department Store, 
died of a heart attack at a health resort 
in Martinsville, Ind. His age was 58. 
He was brought to this country from 
Russia as a child and later went into 
business with his father. 

Mr. Snyder was a civic leader who 
contributed to many charities. He was 
widely known throughout the state and 
had numerous friends in the shoe in- 
dustry. 
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Aucusta, Ga.—M., J. Callahan died 
et his home here last month. He had 
operated retail shoe stores in the South 


for many years, and at the time of his 
death was a Southeastern representa- 
tive of the Tweedie Footwear Corpora- 
tion, Jefferson City, Mo. 





Open Ultra-Modern Shoe Store in West 





Baker, Ore.—The Bootery, an ultra-modern shoe store, here, has been opened by 
Francis Schmidt and Urban Manary. Decorated. in bive, rose and cream with 
mahogany woodwork, the store bas a special fitting room for children in addition 
to a large, main salon for women's shoes. The entrance and display windows are 
at an angle with the sidewalk. Nationally advertised lines of women's and chil- 
dren's shoes at popular prices are featured. Harold Anderson is associated with 
the partners. 
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WOMEN'S CASUALS 












WOMEN’S CALIFORNIA CASUALS 
Broad Band Gabardine Sandzi 
Wedge Heel and Platform 
Hard Leather Sole 
Colors: White 
and Red 
Sizes: 4-9 Reg- 
ular Half 


$9.00 
No. 900A 
Terms: Net 10 days F.0.5. N. Y. 


Min. Orders + ae of color 
ALSO IN WHITE AS ABOVE 
STYLE No. 900 $2.40 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 





WOMEN'S CASUALS 








WOMEN’S CALIFORNIA CASUALS 

















R. A. (Dick) Heider now has the 
Denver West sales territory for the 
Carlisle Shoe Co. He will have offices 
in the Haas Building, Los Angeles, Cal., 
as soon as space is available. He suc- 
ceeds the late Leo Gaudette as factory 
representative. 
- . * 

Henri Lecat, San Jose, Calif., service- 
man recently discharged from the 
Army, has resumed his former position 
as assistant manager of Bloom’s Shoe 
Store. He was inducted into the Army 
in 1944 and served with the U. S. Army 
Engineers battalion at Fort Lewis, 
Wash. 

. * * 

Bill Warne of Industrial Leathers 
with offices in Los Angeles and San 
Francisco, spent several days recently 
ai the executive offices of Colonial Tan- 
ning Company in Boston, with Kivie 
Kaplan and John Mercon. He is optimis- 
tic about the future of the shoe business 
on the Pacific coast, feeling that it is 
gaining yearly and that it is going to 
be a factor in the national shoe business 
in years to come. 

* + * 

A. J. Beford Shoe, Inc., announces the 
return of Richard M. Spears to the sales 
force, He was recently discharged from 
the Navy after four years of service. 

” * * 

J. H. Mitmesser, men’s and boys’ shoe 
buyer for the J. L. Hudson Co., Detroit, 
for the last 38 years, has retired. His 
successor is Ross W. Crise. Mr. Mit- 
messer will continue on the store’s staff 
in an advisory capacity. 

* * > 


Alex F. Gillis, manager of Flagg 
Brothers Shoe Store, Harrisburg, Pa., 
was married to Rosemary Mitchell, of 
Pittston, Pa., recently. Mr. Gillis at- 
tended Catholic High School in Harris- 
burg, and St. Charles’ College, Canton- 
ville, Md. The bride is a teacher in the 
Webster School Harrisburg. 

*. * * 

Michael Lewis will open a store fea- 
turing women’s high grade shoes, bags 
and hosiery at 430 Spruce St., Scranton, 
Pa. Extensive alterations are under 
way, with the opening date set for 
March 15. 

. . . 

Paul Colbert, who used to sell Jolene 
Shoes, covering the Michigan territory, 
is opening a new retail store under the 
name of C and D Shoe Company at 
Schaefer and McNichols Roads, Detroit. 


Herman Schwartz, who covers Michi- 
gan for the Peters Shoe Company, has 
opened a new retail shoe store under 
the name of the Leonard Boot Shop, 
MeNichols and Livernois Roads, Detroit. 


+ . - 
Harry Herman has rejoined Sattler’s 


Department Store in Buffalo as buyer 
of men’s and boys’ shoes. He had been 





About Shoe People 








associated with Sattler’s for 14 years 
prior to joining the Brasley & Cole 
chain in Los Angeles last November. 

* * * 

Charles W. Reis of Buffalo, chairman 
ef the board of directors of the Tri- 
State Shoe Travelers’ Association, has 
been elected a life honorary member of 
the association which is composed of 
sales personnel in the shoe industry 
from New York, Pennsylvania and Ohio. 

* * * 

David Scheckman has accepted a new 
position as buyer in the shoe depart- 
ment at Blauner’s in Philadelphia. For 
the past nine years he has been buyer 
in the women’s department at Hahne’s 
in Newark. 

- - * 

Joseph N. Connors, shoe manufactur- 
ing executive and former superintendent 
of the H. O. Rondeau Shoe Co., Farm- 
ington, N. H., and Mrs. Connors, have 


been receiving messages of thanksgiv- . 


ing from many friends. They were 
scheduled to leave Miami, Fla., on the 
airliner which crashed recently at 
Cheshire, Conn., killing all aboard, but 
were unable to get seats and waited for 
the next plane to Boston. The couple 
were coming North after their annual 
Winter vacation in the South. 
* * * 


Lawrence Levy of Boston has become 
associated with the executive staff of 
the H. O. Rondeau Shoe Co., Farming- 
ton, N. H., as management engineer. 

> . > 


Frank Shore has been elected presi- 
dent of the Julian & Kokenge Shoe Co. 
Management Club, an affiliate of the 
National Association of Foremen. Mr. 
Shore is cutting room foreman and as- 
sistant leather buyer, and has been con- 
nected with the shoe manufacturing 
business for 27 years. William P. Kee- 
nan was elected secretary of the group. 

+ +o = 

Fred Dilz, shoe repairman, has been 
elected president of the Chamber of 
Commerce of Oakley, Ohio, a Cincin- 
nati suburb. 

* > . 

Howard Altman, a captain with the 
Army’s medical supply unit during four 
years of service, has returned to civilian 
life and is associated with the Altman 
Brothers Shoe Manufacturing Company 
in Cincinnati. 

7 * os 

Pfe. Herbert Cantor, son of Moe 
Cantor, secretary of the Michigan Shoe 
Travelers Club, is back home in Detroit 
after eighteen months’ service in 
Europe with the 49th Armored Infantry. 
He was AMG representative in Austria 
in recent months. 

* o * 

Robert Isberg, owner of Boyd’s Shoe 
Store, uptown shopping center store in 
Detroit, has left for an extended vaca- 
tion in Florida. 
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METAL BINDINGS 
for your carpets and runners 











DAVE JACK 


1334 BEECHVIEW AVE., PITTSBURGH 16, PA. 
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Makes Old Shoes 
Look New Again 






Not an 
ordinary 
Shoe Polish 


WITH THE USE OF 
CINCH, 
scuffs, scratches, 
hard-wear signs 
disappear 
immediately 
* 
Safe to use 
Non-Inflammabie | 
o 
Light Brown, Medium Brown, 
Dark Brown, Army Tan, Black 
and White. 
* 


SWANK SHOE DRESSINGS INC. 
NEW YORK, W. Y. 














A number of sample shoes in various 
stages of manufacture, were displayed 
and explained by Norman P. Liberty, 
an executive of the H. O. Rondeau Shoe 
Co. in Farmington, N. H., at a recent 
meeting of the Rochester, N. H. Ki- 
wanis Club. Mr. Liberty outlined the 
progress made in shoe manufacturing. 

* * - 


Parker E. Marean, Jr., who has been 
connected with the United Shoe Machin- 
ery Corp. office in Haverhill, Mass., for 
some time, has been appointed manager 


of the Rochester, N. H. branch of the . 


concern, succeeding Albert W. Dus- 
seault, who died several weeks ago. Mr. 
Marean will move to Rochester with his 
family shortly. 

. 


John MacMillan, who was recently 
discharged from the Army, is back at 
his old job as salesman in the J. C. 
Penney shoe department in Helena, 
Mont., after serving three and a half 
years overseas. 

* ¢ @ 


Howard Oefner, formerly with the 
Adam, Meldrum, Anderson Co., Buffalo, 
N. Y., has been named buyer of men’s 
shoes and hats in the B. R. Baker Co., 
Toledo, 0., due to the illness of Jay B. 
Cousino. 


William Becker, for many years 
buyer of men’s shoes at Baker’s has 
been promoted to assistant secretary 
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of the store, and Eugene Snyder, for- 
merly of William Taylor Co., Cleve- 
land, was named advertising manager. 

Bernard R. Baker, Il, president of 


the firm, has returned from five years’ 
service in the Navy and has again 
assumed an active part in manage- 
ment of the store. 





Purse Accessories to Match New Shoes 





Inside purse accessories, matched to each other and to Spring shoes, handbags, 


and belts, are manufactured by Rolfs, West Bend, Wis. Called Patent M 


atchmates 


the accessories include a cigarette case, an inside purse for cosmetics and inciden- 


tals, and a bilifold in a “man-size" editio 








¥ 1 4 


SOF Oe OF EF rE 


SANDALS 


i li i li ili el ~~) 





SEASON'S BEST BETS 
ALL LEATHER SANDALS 
with 
ALL LEATHER SOLES 


No. 3300 
RED, BLUE, BROWN—Sizes: 5!/2 to 2 


RED, BROWN and WHITE 
Sizes: 5'/o to 12 
Minimum Order |8 prs. of a color 
Terms: Net 10 Days, F.O.B. N. Y. 
Immediate Delivery 


134 Duane Street New York 13, N. Y. 











WOMEN'S CASUALS 
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WOMEN'S 
CALIFORNIA CASUALS 
Hard Oak Leather Sole 
Wedge Heel & Platform 
Sponge Rubber Innersole 
Imitation Leather Upper 





Colors: White, Red, 
Brown, Beige, Sizes: 4-9 
$2.00 


No. 651—Alll Leather Upper—$2.60 
Immediate & Future Delivery 


BLAIR & ROSS, INC. 


76 Reade St. New York 7, N. Y. 








Buy Savings Bonds 




















Wholesale Shoe Group Installs Officers 


Newly elected officers and members of the board of directors of the Wholesale 
Shoe Men's Association of New York, Inc. Reading from left to right, rear: Solomon 


* $. Koppel, Nat Chait, David Weiner, the retiring president; Jack Goldberg, chap- 


lain; Harry Cohen, Henri Landman. Front: Manny Harris, George Rugg, Herman 
Becker, Nat Goldman, Lewis Handel, Max Ermoloff, Arthur Leaart, Jack Rose, 


New YorK — The Wholesale Shoe 
Men’s Association of New York, Inc., 
held a tenth anniversary supper and 
dance at the Capitol Hotel, recently. 
Officers for the current year were in- 
stalled in the presence of a large at- 
tendance of members and their 
families. 

The new president, Lewis Handel, 
thanked all past presidents for their 
efforts in building the organization and 
pledged the group to a program of 


progress and continued fraternal spirit. 

Other officers installed were first 
vice-president, Max Ermoloff; second 
vice-president, Nat Goldman; secretary, 
Jack Rose; treasurer, Arthur Lenart; 
and M. H. Harris and G. J. Rugg, 
sergeants-at-arms. The board of di- 
rectors include David Weiner, Herman 
Becker, Henri M. Landman, Jacob M. 
Brandvein, Harry A. Cohen, Solomon 
S. Koppel, Samuel Bromberg, Joseph 
Shallant and Nat Chait. 





Temporary Price Rule 


For “2B” Items . 


WASHINGTON — Shoe manufacturers 
who priced some of their models under 
a special pricing provision scheduled 
to be discontinued Feb. 19 may continue 
their present prices on those shoes un- 
til they receive an approved price from 
the Office of Price Administration, if 
they had an application on file for a 
new price on that date, OPA has an- 
nounced. 

If they have not filed an application 
for a new price by Feb. 19, 1946, any 
item which was priced under “2-B” of 
the General Maximum Price Regulation 
and which* was not delivered before 
April 1, 1945, cannot be sold or deliv- 
ered on or after Feb. 19 until an ap- 
proved price has been received. 

The action, effective Feb. 19, 1946, 
is necessary because the large volume 


of requests submitted for new-model . 


prices has made it impossible for OPA 
district offices to process them all in th 
time allotted. : 
Under the “2-b” provision now being 
discontinued, a manufacturer who made 
a shoe for which he had not established 
a price with OPA or which was not 
the same as or similar to a shoe he 
produced in his base period was for- 


merly permitted to take as his maxi- 
mum price the maximum price of his 
closest competitive seller for the same 
or a similar shoe. 

With the discontinuance of this pro- 
vision, a manufacturer who wishes to 
continue items first delivered after 
March 31, 1945, must apply to OPA for 
a price. 


To Open Fourth Store 


Sttver SPRINGS, Mp.—Felsers-Scotts 
expect to open a fourth shoe store here 
in April, featuring complete lines of 
nationally advertised footwear. Samuel 
R. Lafsky and Sidney Gerstenfed will 
operate the store. The owners, Maurice 
Goldstein and Albert Kaplan, have an- 
nounced the forming of Shoe Box, Inc., 
for the purpose of opening other stores. 


New Store Opened 


BIRMINGHAM, MICH. — Considerable 
interest is being shown in the new home 
of Burr’s Shoe store, here. The modern 
store features floor and ceiling light- 
ing, concealed stockroom, rose colored 
walls, and a den where men may have 
shoes fitted. Herbert F. Burr is the 
proprietor. 
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mi OF TRIMS 
by | Black text on white board. Pink and yellow tulips 
a above a green background base. 
Tt SIZE OF 
A DISPLAY CARD 
8" x 14" 
Zz 
a . 
n MATCHING PRICE 
TICKETS 
Green-Yellow Colors 
n Prices Black on White 
” 156" x 2%" 
6 dozen—$1.50 
a| BRONZED BABY SHOES 
_ Dealers all over the country are joining the CLEMETCO 
Q CANADA: bandwagon! A sentimental, practical gift idea — baby’s 
6 dozen—$1.70 shoes preserved forever in bronze by the famous 
sale 7 12 dozen 2.80 CLEMETCO process carry a printed lifetime guarantee. 
mon 
hap- Do Any selection of Prices below at retail allow approximately 
man prices desired. 40% for dealers 
tl Single y Pair mounted on marble . 
_ CARD HOLDERS unmounted ...... . 2.50 desk set with pen .. .8.50 
> natural finish Pair of shoes Pair mounted on 
rit. $2.10 each unmounted ..... ... 3.50 marble book ends .. 11.95 
irst ~ Pair mounted on metal Single shoe on metal 
aa a DISPLAY CARDS: 75¢ Eech; 3 for $1.85 bronzed book ends... .6.95 bronzed ash tray .. . .4.95 
ary, K4 List of texts to select from will be sent on request. Ce ee ee 
“ ft] | Detailed Information on Monthly Service at Your Request. 
&- %/BOOT AND SHOE RECORDER 
M. 
non 209 SOUTH STATE STREET @ CHICAGO 4, ILLINOIS 
2ph 
pan ld Ehrick Rejoins Ski higher in 1945 than in 1944, the Federal 
= Conduct Ex ded Haro J PPY Reserve Bank of St. Louis announced 
t. Ad Campaign P.. a. Skippy — — recently in its annual report of retail 
his NEWMARKET, N. H.—The Yankee wee ware . me business activity. Sales of men’s and . 
me Shoemakers, division of the Sam Smith "turn of Harold Ehrick, recently dis- hoys’ footwear were 40 per cent greater - | 
Shoe Company, here, is conducting a than the preceding year, while women’s 
= major advertising campaign in four and children’s shoes were up 22 per 
to consumer magazines. Large-space ads cent. 
er open the campaign in April issues. The report also showed that shoe pro- 
or Backing up this campaign theme of * duction in the seven-state Eighth Fed- 
acceptance of these shoes are letters eral Reserve District dropped 15 per 
recently received from leading stores cent last December from November’s 
throughout the country. al 6,874,105 pairs. This would put Decem- 1 
In addition to its expanded magazine ber output at 5,842,989 pairs. 
campaign, Little Yankees are backed by 
ts new point-of-sale material, dealer news- 
re paper ads and dealer helps. Curent ad- . 
of vertising and promotion cover not only New England Production 
el Little Yankee Children’s Shoes, but i 
i Little Yankee Infants’ Shoes and Shows Increase 
ce Yankee-Teens. Boston, Mass.—The three New En- 
ne gland shoe states produced 12,664,589 
., =e : pairs during November of last year, 
3. Zirkel Adds to Duties according to an analysis by the New 
New York—Joseph P. Kasper, presi- HAROLD EHRICK England Shoe and Leather Association 
dent of the Associated Merchandising of reports of the United States Bureau 
Corporation, has announced that Jay charged from the Armed Forces after of the Census. This was an increase 
W. Zirkel has been appointed divisional two years overseas with the Medical of 1.8 per cent over November, 1944. 
merchandise manager of the staple Corps. : sh b 
le ' : ; " The greatest increase was shown by 
. smallwares, piece goods and domestics Mr. Ehrick has been with the com- yeine—13.5 per cent. New Hampshire 
“ division, in addition to fashion acces- pany since its organization, covering 4 oreased 6 per cent, and Massachu- 
sories and shoes. Giacomo Zanetti, for- Pennsylvania and New York State. £2 
n mer divisional merchandise manager of setts showed an increase of 2 per cent. 
d the sta i During . the , eleven-month period, 
ple smallwares, piece goods and ng ’ 
e domestic division, has resumed his posi. @Partment Store Sales Up —january-November, total production 
e tion as manager of the A. M. C.’s Far Sr. Louts—Department store sales of was 149,999,711 pairs, an increase of 
Eastern operations. shoes in St. Louis were 31 per cent 7 per cent over the same period in 1944. 
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WOMEN'S FELT EVERETES 
$4.20 


Hard Leather 
Re-enforced Toe. 
Colors: Gray and 
Blue. 
Sizes: 5-9 
No. 190 immediate Delivery 


Terms: NET 10 days, F.O.8. New York 
Minimum order 18 prs. of color 


Orders Filled to Your Entire Satisfaction. 
Prices: 60c to 85c per pr. 


ALLIED FOOTWEAR CO. 


154 Duane Street, New York 13, N. Y. 


HUARACHES 


FURY SANDAL 


FULL LEATHER SOLES** TOES To | 
Misses’ Sizes 12% te 3 
Women’s Sizes 4 to 9 


S A. VOLK & CO., INC. 


“4 Lombard St., Baltimore 1, me. 
also VOLK SHOE STORE SUPPLIES, INC 
109 N. 4th St., Phile., Pa. 


| Buy Savings Bonds 














Lane Rejoins Stetson 


SourH WEyYMouTH, Mass. — Stanley 
Heald, president of The Stetson Shoe 
Company, Inc., announced recently that 
Warren S. Lane has rejoined the men’s 


WARREN S. LANE 


sales force after serving two years in 
the U. S. Navy. Before entering the 
service in 1943 Mr. Lane traveled New 
York State, Ohio, Michigan, Indiana, 
Pennsylvania and Kentucky with the 
Stetson, Arnold and Banister lines for 
men. Heis planning a trip through his 
territory at an early date. 

Mr. Lane enlisted in the Navy in 1943 
and served for nearly two years as the 
Commanding Officer of a Naval Armed 
Guard gun crew. His duties carried 
him through the Atlantic, European, 
Middle Eastern and Asiatic Pacific 
theaters. On his last voyage, his ship 
completed a 40,000 mile trip before re- 
turning to the states. He was placed 
on inactive duty Jan. 16 and immedi- 
ately resumed his sales work at The 
Stetson Shoe Company. 


To Open Branch Store 


LouISVILLE, Ky. — Byck Brothers & 
Co., retailers of women’s shoes, clothing 
and furnishings, here, has announced 
that it will open a branch in the new 
Trueheart community development, at 
St. Matthews, Ky., about five miles East 
of Louisville. This is one of the fastest 
growing community centers in this sec- 
tion of the country and one that gets a 
lot of business out of the East end of 
Louisville and suburban territory. 

Byck Brothers shop will have 4000 
square feet of floor space, and the front 
will be modeled along the same lines as 
the recently completed new terra cotta 
and rose marble front at its main store, 
using curved glass in the front. The 
Byek branch will handle among other 
lines clothing and furnishings for in- 
fants, children and teen-agers, in addi- 
tion to women’s casual clothes. There 
will also be a complete shoe department 
for women and children, and the store 
will carry underwear, lingerie, cos- 
metics and accessories, hosiery, hand- 


bags, etc. Heretofore the company has - 


not handled infants’ and children’s 


wear. . 


Teen-Agers Decorate 
Their Own Shoes 


HELENA, Mont. — Helena teen-agers 
are haunting shoe stores for black 
gabardine sling pumps, simply styled, 
to be converted into “hobby pumps” py 
the originality of the wearer. An ex- 
ample seen recently featured a gold 
musical note accompanied by a gold flat, 
created from metal wire by a music 
conscious miss. 

John Chodos, Fligelman’s shoe de- 
partment manager, says that he at- 
tempted to sell sling back models to 
Helena for six years and now it is a 
problem to supply the demand for the 
model he once worked so hard to put 
over. 

Red calfskin moccasins are also in 
great demand by the high school set. 


To Erect Factory Building 


NortTH HOLLYwoop, CALir.—The Jan- 
sen Shoe Company will erect a new fac- 
tory building at once on Burbank Boule- 
vard, here. The new plant will be of 
concrete block construction with 11,500 
square feet of floor space. 


In Remodeled Plant 


SANTA Rosa, CaLir.—Kushins, Inc. 
who recently purchased the property of 
the Santa Rosa Shoe Manufacturing 
Company, have completed remodeling 
and renovating the plant and are now 
producing men’s shoes. 

The Santa Rosa Shoe Manufacturing 
Company closed down last April after 
operating for many years. During the 
war it turned out large orders of shoes 
for the Government. 

Kushins, Inc., the new owners, are 
well known West Coast manufacturers 
of men’s shoes and slippers. The com- 
pany operated until recently in San 
Francisco as Kushins of California. The 
San Francisco plant has been closed 
and all manufacturing operations trans- 
ferred to their new location here. The 
main plant is now specializing in men’s 
outdoor shoes, turning out several lines 
of both shoes and boots. The company 
expects to have the slipper manufactur- 
ing plant in full operation by April 1. 

Officers of the firm are Jerome H. 
Kushins, president; Ellis H. Kushins, 
vice-president; William A. White, secre- 
tary-treasurer, and Anthony J. Romero 
and Samuel Loafea, directors. George 
Romero is the company engineer,. and 
Dave Cronin, plant superintendent. 


Reopen in Miami Beach 

Mramt1 BeacH, Fia.—After an ab- 
sence of several years the Lorraine 
Children’s Bootery is again to be found 
on Lincoln Road. It is a part of Fairy- 
land; a children’s wear shop at 843 
Lincoln Road. During the war the 
business remained at its Miami shop 
at 101 SE First Street. In the Beach 
shop shoes are carried for children of 
seven years and under. 
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Directory of 


Shoe Manufacturers 
43rd ANNUAL EDITION 
Flexible Leather Binding, Fits Vest Pocket (2% x 5%) 
Many More Changes Than Ever Before _ 








Strangers Become Friends When You Fit Them 
COMBINATION ARCHES by SCHUR-FIT 


The arch that is comfortable because it reaches 
the spots where support is required. 
SCHUR-FIT COMBINATION ARCH 
aids in relieving longitudinal and 
metatarsal weakness. 
SCHUR-FIT COMBINATION 
ARCH is made of cellular 











$2.00 °°" 


Tel. Liberty 0190-0520 





BOSTON 11, MASS. 


rubber... 


ORDER TODAY ne eeu 
AMERICAN SHOEMAKING pinyin emer ed 
683 ATLANTIC AVENUE ne, adja 











sponge 
soft, resilient and feels 
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Ohio Sales Up 11 Per Cent 


CoLuMBuUs, OH10—Group of 23 inde- 
pendent retail shoe stores in Ohio, rep- 
resenting $285,392 in dollar sales vol- 
umes during the month of December, 
1945, reported that sales were 11 per 
cent ahead of the same month of 1944, 
according to the survey of the Bureau 
of Business Research at Ohio State 
University. Sales volume of these shoe 
stores for the 12 months of 1945 was 
17 per cent ahead of the 1944 year to 
lead all classifications. 

In the apparel group, as a whole, 
composed of 99 stores with December, 
1945, sales volume of $4,365,436 (includ- 
ing the 23 shoe stores), sales for De- 
cember showed less than 1 per cent 
change from December, 1944, sales, 
but were 27 per cent ahead of Novem- 
ber, 1945, sales, reflecting increased 
holiday buying. 

Overall figures for the year revealed 
that dollar sales for 1945 stood 7 per 
cent ahead of those for 1944, based upon 
reports from 787 stores representing 
almost all businesses except department 
stores. During 1945, department store 
sales ran 11 per cent ahead of sales for 
the previous year, based on reports of 
34 stores representing December, 1945, 
volume of $27,578,541. 





Remodel Shoe Store 


Detroit, Micu. — Earl’s Shoe Store, 
here, operated by S. and J. Simowitz 
of Augusta, Ga., is being remodeled for 
postwar business. Store was founded 
by Earl C. Gregg as Earl’s Smart 
Shoes. 





Contribute to Clothing Drive 


RocHester, N. H.—Feineman Bros., , 
which have one of the city’s largest shoe 
departments, donated new sweaters, 
rubbers and overshoes to the Victory 
clothing drive here. 


The Hubbard Shoe Co. and Dix Heel 
Co. donated the use of their trucks for 


the collection. 
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Barney Friedenberg Resigns 
From Scheft Company 
BROOKLINE, Mass.—After an associa- 
tion of 17 years in the capacity of mer- 
chandise manager and buyer of better 





BARNEY FRIEDENBERG 


shoes for the H. Scheft Company retail 
chain, consisting of 30 units, Barney 
Friedenberg has tendered his resigna- 
tion to take effect April 15. He intends 
to take a short vacation, after which he 
plans to form his own organization, 
entering the high-grade retail shoe 
business. Mr. Friedenberg will shortly 
divulge his future plans. 





Detroit Section Becoming 
Shoe Shopping Center 


Detroit, MicH.—The rapid expan- 
sion of the Grand River-Lahser Road 
area, in the far Northwest section of 
Detroit, as a shoe shopping center is 
indicated by recent openings and cur- 
rent remodelings in that district. 

A number of retail outlets are well 
established in the district, although a 
few of these are changing to a better 
type of merchandise. The trend seems 
to be away from Lahser Road and to- 
wards a development of Grand River 
as acenter. Most of the old time stores 
are in the first block South of Lahser 


Road, while the newer shops are com- 
ing in on the second block South. 

. This tendency is in common with the 
general development of this street as a 
sub-community shopping center. At 
one time Grand River-Lahser Road was 
the main center of Redford, then a 
suburb of Detroit. With the growth 
of the city, Redford was absorbed, but 
has maintained much of its neighbor- 
hood character. 

The oldest store in the area is Louis 
Huard at 21737 Grand River. In busi- 
ness at this location for 22 years, Mr. 
Huard is considered the dean of the 
shoe men in the neighborhood. : 

Next in point of service is Zuieback’s, 
a department store, with a shoe section 
that has continued since the establish- 
ment of the store 20 years ago. 

The only shoe store remaining on 
Lahser Road is Hocking & Gillies, unit 
cf an independent chain under the 
managership of A. E. Ertell. This fam- 
ily shoe headquarters has merchandise 
in a medium price range and has been 
established for 10 years. 

Kinney Shoes at 21660 Grand River 
is now being managed by Mrs. Made- 
line Souil who has been with the Kin- 
ney company for eight years, the last 
two at this location. The shop itself has 
been in operation for six years. Mrs. 
Souil reports that she is getting out 
ef the lower priced lines and concen- 
trating on medium quality stock. 

There is also a Father and Son 
branch at 21754 Grand River. 

Two new openings planned for the 
near future as soon as remodelings are 
completed are a Florsheim store at 
21642 Grand River and, across the 
street, Diem’s, which will specialize in 
women’s wear. 

Following the trend from Lahser 
Road to Grand River, one of the well- 
established houses, Walker Shoe Co., 
held a grand opening in its new loca 
tion recently at 21567 Grand River. 





Improve Shoe Stores 


BAKERSFIELD, CALIF.—Alterations and 
improvements, including a new store 
front, are being constructed at Karl’s 
Shoe Store at 1300 W. 19th St. 
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MEN'S CASUALS 
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For Spring, Summer 
and Fall Wear 


Three eyelet oxfords, California L wy 

out of brown drape cloth, a beige 

eck, epenge cobler piotform cca bber 
je rubber 

washboard sole. * " 








Also in all-brown. 

Packed 24 prs. to case, assorted sizes 6 to 

11. Minimum order, 12 palr to a color. 
KANDEL SHOE CO. 


Wholesale distributors of Men's and Boys’ 
Fine Shoes and Slippers 
114 Reade Street New York 13, N. Y. 
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PLAY MOCS 


Loaf with Leisure 


MOICCASINS 
For Girls and 
Women 












Style 
6397 


Piump Elk Uppers 
Rich Antique Finish 
Hand Sewed Moccasin Effect 
Perfect Fit and Styling 
Brown No-Mark Soles 
Leather insole 

Sizes 4 fo 9 


Immediate Delivery 


ARNOFF SHOE CO., INC 





» 101 Duane $*.. N.Y C 


worersutialinaaicaniicibaiidalibitaaniinia 
__CHILDREN'S SANDALS _ 
~ CHILDREN'S LEATHER SANDALS 


Brown Non-Marking Rubber Sole 


COLORs: 
BROWN, RED, 









No. 850 
SIZES: 5-12; 1 2 Regular Half Sizes 
Terms: iis Foe N. Y. 
38 pr. eases—Min. ' prs. of color and size run 


154 Duane Street, New York 13, MN. Y. 





To Manage 
New York Office 


New York—George A. Eckstein, for 
two decades a prominent figure in the 
rubber footwear trade, has become 





GEORGE A. ECKSTEIN 


branch manager of the New York office 
of the Cambridge Rubber Sales Cor- 
poration of Cambridge, Mass. The an- 
nouncement was made by H. J. Kroto, 
first vice-president, in connection with 
the enlarging of the firm’s offices at 47 
West 34th Street, New York. 

Mr. Eckstein for 15 years was as- 
sociated in a sales capacity with the 
New York office of Tyer Rubber Com- 
pany, Andover, Mass. 

In the expansion of Cambridge’s New 
York branch, the new manager will be 
assisted by Henry Nahm and John 
Warga, the latter just returned from 
the armed forces. 


Fabric Relief Needed 
To Avoid Shutdowns 


New York —Immediate action by 
CPA and OPA is necessary to alleviate 
the critical fabric shortage, the Na- 
tional Shoe Manufacturers Association 
warned recently. Up to this time man- 
ufacturers have been able to obtain suf- 
ficient materials to avoid shutdowns. 
Other developments in the textile mar- 
ket, however, have virtually frozen all 
types of shoe fabrics, and some shoe 
factories will not be able to continue 
operations unless corrective action is 
taken, according to W. W. Stephenson, 
executive vice-president of NSMA. 

Due to unsatisfactory price ceilings 
on gray goods—the base material from 
which linings and reinforcements are 
made—mills have discontinued offering 
gray goods to processors of shoe fabrics, 


claiming they cannot produce and sell : 


their product at a satisfactory profit. 
Two recent developments have aggra- 
vated the situation: 

1. It has been necessary for the mills 
to grant substantial wage increases 
without securing any pricing relief. 

2. The price of raw cotton has moved 





above parity and OPA will not recog- 
nize as a part of the weaver’s cost the 
difference between parity and prices ac- 
tually paid for raw cotton. 

Rather than sell to processors, the 
mills are, therefore, doing their own 
finishing, upgrading the gray goods for 
diversion to other uses. The current 
shortage of fabrics exists not only in 
hning materials, but also in fabrics 
used for shoe uppers and even in small 
fabrics, such as bindings. 

Solution of the problem must take 
cne of two courses according to NSMA. 
Either CPA must direct the production 
and distribution of sufficient shoe tex- 
tiles to keep the industry in operation, 
or OPA must permit open billing by 
the mills with the understanding that 
actual billing, after the new pricing or- 
der is issued, will be at the ceiling 
prices established by the new pricing 
order for gray goods. In the light of 
past experience with open billing, CPA 
directives would appear to be the better 
of the two solutions proposed. 





Manufacturers See Basis 
For Price Rise 


[CONTINUED FROM PAGE 81] 


profit survey, but excluding wage in- 
creases granted after the lifting of the 
wage stabilization ban on Aug. 17. 
Consequently it would appear that the 
basis for price adjustments to cover 
wage increases already has been estab- 
lished for the shoe industry, and we 
should be able to obtain a further hori- 
zontal adjustment to compensate for 
post V-J Day wage increases. There 
undoubtedly will be minor problems to 
be considered and inevitably some de- 
lay, but we are in a very excellent posi- 
tion to take advantage of the new 
policy. 

“Is it not clear from reading the 
order whether or not individual firms 
who have not raised wages or whose in- 
creases have been less than the “general 
pattern” will be given permission freely 
to adjust them. The order is explicit 
in the requirement of Wage Stabiliza- 
tion Board approval of all future in- 
creases. Assuming that increases al- 
ready have occurred in line with the 
“general pattern,” we believe the indus- 
try will be entitled to a further adjust- 
ment in shoe prices roughly equivalent 
to the increase already received. It is 
impossible to say whether or not OPA 
will feel that retailers’ profits are great 
enough to require them to“ubsorb any 
part of a further price increase. The 
philosophy of cost absorption has not 
heen abandoned by OPA.” 





Brown Declares Dividends 


St. Lours—Brown Shoe Company has 
declared a dividend of 30 cents a share 
on the new stock payable March 1 to 
stockholders of record Feb. 20. Pre- 
viously the company paid 50 cents quar- 
terly on the old stock which recently 
was split two for one. 


Boot and Shoe Recorder 








STrFrFrw ’ FF @ © ae eae 





Building Modern 
Two-Story Plant 


Los ANGELES, CALIF.—A modern, two 
story air-conditioned factory is being 
built for Illing of California at 1600 
South Broadway, this city. The plant 
will have 33,000 square feet and will 
produce some 2500 pairs of shoe daily. 
Occupancy is expected sometime this 
Summer. Paul Laszlo is the architect. 

Recently Illing of California was in- 
corporated under the laws of the State 
of California. Officers of this corpo- 
ration are Warner Illing, president; 
Sam Press, vice-president, and Senta 
Illing, secretary-treasurer. 


Named U. S. Rubber 
District Manager 

Detroit, MicH.—Thomas W. Gag- 
non has been named district manager 
of the United States Rubber Company, 


with headquarters in Detroit. He was 
born in Wisconsin, and has been with 





* the company since 1922. He was for- 


merly district manager of the Minne- 
apolis branch. 


Open Store in New Location 


Derroir, Micu.—Walker Shoe Co. 
moved recently to a new location at 
21567 Grand River Avenue, after seven 
years in its former location. The store 
owners, L. H. Walker and Harry E. 
Walker have been in the shoe busi- 
ness on Grand River for 29 years, start- 
ing in the Strathmoor district but mov- 
ing out as outlying neighborhoods de- 
veloped. 

The Walkers have worked out a 
unique floor arrangement for their new 
store. The layout is long and narrow 
with a rear entrance facing on a park- 
ing lot for the building which can take 
care of as many as 60 cars. 

Feeling that as much as 25 per cent 
of their business could be attracted 
through a rear display window, the 
Walkers were faced with the problem 
of providing storage space for stock. 





- To handle this they are using one wall 


for shoe racks with a parallel rack 
separated from it by a narrow aisle. 
The wall racks are being used for 
women’s shoes, while the, aisle racks, 
front and back, for men’s shoes. 

A row of chrome tube and red leather 
chairs backed against the opposite wall 
provides adequate customer space. 

The store is lit by fluorescent light- 


ing. Fixtures are blond with black lined. 


recesses, 

The front display windows are backed 
with glass to allow a view into the in- 
terior and to aid in lighting. In the 
aisle leading up to the center entrance, 
the windows are set in a saw-tooth 
arrangement to give customers more 
than one angle of the shoes on display. 

The windows have light blue vitrolite 
and sandstone at top and bottom. 

In the interior, the walls are of peach 
and the sound absorbent ceiling cream. 
The flooring consists of cream, red, and 
brown linoleum strips. 


March |, 1946 





Kucins Rejoins 
Leather Goods Firm 


New York—Barney Worthman, head 
of the shoe division of Fulton Leather 
Company, announces that Lieutenant 





HENRY J. KUCINS 


Colonel Henry .J. Kucins, now on ter- 
minal leave, will rejoin the shoe divi- 
sion in a sales and executive capacity. 
Lieutenant Colonel Kucins served as 
infantry battalion commander in the 
South Pacific and since V-J Day has 
been a member of the General Staff of 
Lieutenant General Richardson, com- 
mander of the Middle Pacific area. 





Remodeling Shoe Store 


LupBock, TEXAS — Remodeling and 
redecorating work, costing more than 
$10,000, is now in progress at the Jones- 
Roberts Shoe Store, 1205 Broadway; 
Irving Jones, owner, has reported. New 
fixtures are being installed and the 
present basement is being enlarged into 
a special shoe department for men. The 
new department will be finished in 
knotty pine, and furnishings will be 
along the den motif. Every department 
of the store will be redecorated, and 
the store, when completed, will be one 
of the most modern and complete shoe 
stores in West Texas, said Mr. Jones. 


Opens Children’s Department 
MICHIGAN City, IND. — The Boston 
Shoe Store has opened an exclusive new 
children’s shoe department, beautifully 
lighted with new fluorescent lighting. 








Answers to Boot and Shoe L.Q. 


Boo 
6. “The Boot” (italy! 
7. Pump 
&. Sneakers 
9. Shoe lor “boot”! 
10. Bootlick 
11. Bootlegger 


Three-Level Layout 
In New Hanan Store 


[CONTINUED FROM PAGE 55] 


blending with the general color scheme. 
It is the architect’s boast that no nails, 
studs or rivets were used in the build- 
ing of this salon; unbroken areas, cor- 
ners mortised to fit together without a 
seam, are features of which the builder 
is proud. 

Fitting stools were built especially 
for the comfort of the salesmen who are 
to use them. They are higher than the 
ordinary stool, so that the salesman 
need not squat in an uncomfortable 
position. 

Fluorescent lighting, which gives a 

sunny daylight effect, is used through- 
out the store, while stationary spotlights 
are used directly on merchandise where- 
ever it is on display. This is particu- 
larly noticeable in the men’s department 
where open hosiery display cases, espe- 
cially built to show off the merchandise, 
are set under these spots. The store is 
uir-conditioned throughout. 
* Color schemes vary from department 
to department. Blending colors ars 
used for interest and contrast on either 
side of the settees. The main floor 
women’s department combines green 
and terra cotta in one settee with blue 
and lemon on the other. In the mez- 
zanine department a settee at the bal- 
cony is upholstered in blue gray; in the 
middle of the department, yellow and 
tomato are back to back. Casual chairs 
in these departments are upholstered in 
harmonizing colors. The men’s depart- 
ment uses lemon and brown simulated 
leather for its upholstery. 

Large windows on three sides of the 
store look out on 50th Street and the 
Plaza. From the main floor women’s 
department customers can amuse them- 
selyes by viewing the popular and color- 
ful Rockefeller Center skating rink 
while they are trying on shoes. 

At the right of the Plaza entrance is 
the accessories department, in which 
colorful displays catch the eye of the 
customer as she enters the store. Here 
handbags, gloves and hosiery are shown. 


The Hanan retail chain was started 
in 1890 when the company opened its 
first store in Brooklyn, N. Y. Thomas 
B. Meath, who manages the new store, 
explains proudly that “Hanan always 
went in for the best in store construc- 
tion,” and -he tells the story that when 
James Hanan, founder of the firm, was 
planning to open one of his early stores 
in Pittsburgh, Pa., he went all the way 
to Italy to select the materials which 
were to be used in making that store 
one of the finest of its day. 

Mr. Hanan founded the company in 
1849, confining its activities exclusively 
to manufacturing until 1890 when the 
retail store in Brooklyn was opened. At 
the head of the firm now is Herbert G. 
Hanan, great-grandson of the founder. 
Five other retail stores in the chain are 
located in this country; others are in 
London, Paris and Nice. 
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SALESMEN WANTED SIDE LINE SALESMAN WTD. HELP WANTED 
SALESMEN WANTED | SAtcccy, sles. Middle West, to carry sideline Shoe Foreman 


. of in stock Children’s and Women’s Sandal 

To carry general line of branded ly Casuals on pent ma Denese California Styled Slippers 
House Slippers. We are now expand- #948, care Boot & Shoe Recorder, 100 East “ ‘ 
ing our business and as we carry one 42nd Street, New York 17, N. Y. Foreman wanted for fitting room; 
of the largest floor stocks in the : high salary; + 
country we can deliver the orders. ox 
Can be carried with other non-con- Foor igus papell ye ee 2 ee 
flictipg line. We have a competitive = repair ~_~ a liberal a 
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line with ‘ —— of exclusive fast ences. VOSBURG FOOT APPLIANCE CO., WANTED 
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Ty you cover an ie now Carri of Men's Shoes for my new Shoe 
We answer all applications. which « will soon be completed. Mas be priced 
Address 040, care BOOT 8 SHOE RECORDER HELP WANTED tengo volume. Address: , 

BENNETT B. ROSS 

1217 N. Tonti Street, New Orleans, Le. 


SALES PROMOTION OUNG, RELIABLE SALESMAN “ 
Kg ones Pare il Be Nationally inown shoe store chain | | Y many sears shad of tim gece reais 
line of Men's, Women's, Bors, presents an unusual opportunity to y age A me F 

Choice territories open. a capable oa who has —_ expe- ollow: 

SCHWARTZ FOOTWEAR CO. rience in coordinating and promot- re ; : 

| | tas retel cirer see by reat | | eect, read aw er tea 
ALESMAN WANTED IMMEDIATELY contact with store personnel. Must N.Y. ath ; 
“Texas, Louisiann and New Mexico. Someone | | be fully familiar with modern meth- 
x hoe eee ods of merchandise presentation 


Shoes, Cas and Sport Oxfords. Already 

have some established accounts. Good oppor- i 

te cad so cog | ond ret walling technique, AP-| || SHOE MANUFACTURERS 

ply. Address #956, care Boot & Shoe Recorder, ply: giving complete ils 

100 East 42nd Street, New York 17, N. Y. ckground, ex : ee known pe _— = 

Box 2! rea represent you in ir 
CTIVE SALESMEN FOR MEDIUM = 1 ° : ; 

AGRICED LINE of Men’s, Women’s and TIMES TOWER, New York 18, N.Y. territory: Ohio, Michigan, Indiana, 

Children’s Playshoes and Slippers. Few terri- Illinois and Wisconsin. We carry 

tories open. J. BENENFELD & CO., 19 —__—_______ lines of outstanding manufacturers. 

Hudson Street, New York. Mechanic , We travel by cars. We have our 


: CED office and show room in Chicago. We 
Wares Ge ondies MB ong! California Styled sell to Retailers, Chains, Jobbers and 
Arch Supports and Orthopedic specialties. Mid: Slippers Mail Order Houses. We display at 
wet ant Suen ; nan mechanic for Union Special and all Shoe Shows in our territory. 
Singer machines; references. Address 940, tare BOOT & SHOE RECORDER 


Box 284 209 Se. State Street, Chicage 4, I1l. 
Realservice, 110 West 34th St., N. Y. 







































































East 42nd Street New York 17, N. Y. 

gg ng ee : 
ed rye pe oe represen- GOING INTO JOBBING MEN'S DRESS 
; : L ve SHOE STORE MANAGERS AND WORK SHOES in San Francisco, 


, confidential. 
#941, care Boot & Shoe Recorder, 100 East Nationally known Ladies’ Shoe for cot, Athen SEW, Ba EE 




















tenth me Hatin hh Se Store Chain has openings for thor- NY. : 








ESTABLISHED wholesale firm handling ° 
Infants’. Children’s, Misses’, Gents’, Boys’ of handling large volume 
tory that can be covered. Only experienced nts many opportunities for #954, care Boot & Shoe Recorder, 100 East 
men should apply. Straight commission. May re development. If u 42nd Street, New York, N. Y. 

Box $962, care Bane & Shs Record 100 qualify, apply stating full deta 
, care Boot ler, 100 ' ' 
ron tet etn bt SS of your experience, age and re- ANUFACTURERS OF BOYS’ WELT 
items 


ALESMEN, MEN’S AND BOYS’ SLIP- muneration expected. 
S PERS, calling on Department and Specialty 
Stores; all territories open. Address Box Box 205, Suite 1800, Boys’ Shoe House, 

#961, care Boot & Shoe Recorder, 100 East TIMES TOWER, New York 18, N. Y. only. Address #949, care Boot & Shoe R 
42nd Street, New York 17. N. ¥. 100 East 42nd Street, New York 17, N. Y. 
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LINE WANTED 


» WANTED TO PURCHASE 


WANTED TO PURCHASE 





W ELLESTABLISHED salesman, veteran, 

Southeast States, selling high- 
tt ‘Ladies’ Casual Shoes, seeks non-con- 
flicting better grade line for department store 
trade, prefers low-heeled college types or Moc- 
casins. Best references. Address #945, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


SALESMAN. VETERAN, TEN YEARS’ 

SELLING EXPERIENCE, large f 

among volume Jobbers, Chain and 

Stores from Maine to Florida, West to Minne. 

sota. Willing to handle line Stitchdown, Pre- 

welts or Playshoes on commission basis. Would 

consider partnership. Excellent references. Ad- 
dress #942, care Boot & Shoe Recorder, 100 

oe 42nd Street, New York 17, N. Y. 


OBBER DESIRES LINES Children’s, 

4 + 's and Boys’ Sli 
dress Box #960, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


POSITIONS WANTED 


WOMEN’S SHOE EXECUTIVE: Hard hit- 
ting, aggressive; 25 years’ experience in re- 
tail field, ali phases; high, medium price lines; 
Individual departments or chain store. Last 
= Buyer with excellent sales record. Mar- 
bl Middlewest-Eastern 
Seaboard, or West ‘Coast. Now available. Ad- 
dress Box #958, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


VETERAN, 29; nine years experience retail 

selling and buying better grades Men’s, Wo- 
men’s and Children’s; full knowledge orthopedic 
work. Desire position in either capacity, or 
both, New York City vicinity preferred. 
ARTHUR LAUREN, 449 Occan Parkway, 
Brooklyn 18, New York. 


7 ATTENTION, PLEASE! I am -— 

: sp —coee —_ Position; I am 
ones of age; marri a recent dines 
I can give reputable references as manager of 
Arizona, Colorado and Wyoming stores. Will 
settle anywhere if proposition is right. Contact 
by telephone; available immediately. LARRY 
. MOSOW, 2933 Jennings St., Sioux City, 
‘owa. 


SHOEMAN: TWENTY-FIVE YEARS’ EX- 

PERIENCE in retail field as Buyer, De- 
partment M Sal medium, high 
grade. Will invest " reasonable sum and services. 
Excellent character references. Family Shoe 
store, Women’s Specialty Shop or Leased De- 
partment, Metropolitan New York or nearby 
States. Address Box #959, care Boot & Shoe 
em 100 East 42nd. Street, New York 17, 



































FOR SALE 








G. |. Air Corps Sheep Lined Zipper 
G. |. Navy Pea Jackets, Rubber 
Parka Suits, Wool Lined Jackets, Rain- 
coats, Gloves. Wholesale. 


S. J. SMALL COMPANY 
1209 Broadway New York 1, N. Y. 














FOR LEASE 


ree LEASE: SHOE ea in 
grade Men’s and Boys’ 

aon located ection sized ae 

town. Department in operation since 1934. Ad- 

dress #939, care Boot & Shoe Recorder, 100 

East 42nd » New York 17, N. Y. 








PARTNER WANTED 





1215 Washington Avenue—St. Louis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—eny quantity 
YOUR NAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES POR 15 YEARS 


M. K. WEIL SHOE CO. 


Central 4898 











CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
98 DUANE ST. NEW YORK 7, N. Y. 
Telephone WOrth 2-2515 
= 


BARIS BUYS 


Gratty Ghose Gr Men. 
Wemen and 


pon cae. 
BARIS SHOE co. Inc. 


work 
79-81 Reade St., New York 7, MN. Y. 














WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
‘FOR CASH 


SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. -@ 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 
COrtiandt 7-4878-0 











BUSINESS OPPORTUNITY 











WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 
120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 * 











WE B\ 


SHOE STORES 


FOR CASH 
BARSH & C 


EASAR 








WANTED TO PURCHASE SHOE STORE, 
income $50,000 to $100,000 youre. Will 
pay goodwill. Address #955, care Boot & Shoe 
a a 100 East 42nd Street, New York 
17, N. Y. 





Wart TO BUY FAMILY SHOE STORE 
located in Southern Michigan or Southeast- 
ern Wisconsin. Give details. Address wet 
care Boot & Shoe Recorder, 100 East 
Street, New York 17, N. Y. 





Fa SHOE STORE WANTED, New 
Cash ready, $20,000, 
fidential. 


Shoe 
East 42nd Street, New York 17, N. Y. 





PQRTEER WantED: Shoe factory Produc- 


and Sli 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17. N.Y" 


March 1, 1946 


WANT TO BUY, FOR CASH, FAMILY 
SHOE STORE in City of 10,000 or more in 
Ohio or vicinity. Private party. Address #943, 
care Boot & Shoe Recorder, 100 East 42nd 





Street, New York 17, N. Y. 


ARE YOU A MANUFACTURER 


of Genuine Goodyear Welts in the 
higher price range? 

Can you use an additional volume 
of 25,000 pairs this year? 

If so, communicate with us. We 
furnish lasts, patterns and pay 
cash. No strings. attached! 


Address 952, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











YOUNG MAN, WITH LIMITED CAPITAL 


shoe chain business intends to open 

chain retail shoe stores; located in Southern 
Illinois. Well acquainted with today’s market 
conditions; seeks financial backing to the 
amount of $10,000; other details to be worked 
out — mutual agreement. 


ddress 950, care BOOT & SHOE RECORDER 
Aaite East Atnd Street, New York 17, N. Y. 











MERCHANTS NEEDS 














Pouy Cup 





Will be available for shipment in 
April, 1946. Order now for early 


delivery. 
M. D. POLLINGER CO. 
Holland St. Mo. 
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MERCHANTS NEEDS 





Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made withthe new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 


junior Model for children $12.50 


Available at special cooperative 
“~ if ordered through certain 
shoe manufacturers —for this list 
and full details write te ..... 


THE BRANNOCK DEVICE CO. 


SYRACUSE 2 NEW Y e« 








Mp ADVERTISING 
Me CUppings 


—here's how to get 
More Business! 


Tix Vincent Edwards idea Clipping 
Service has over 2,000 
Each order filled accordi 





Factory Shortages Postpone Deliveries 


[CONTINUED FROM PAGE 49] 


less this situation can be remedied. 

The leather supply situation also 
continues to be a difficult problem for 
shoe manufacturers. A few of them 
report some improvement in this re- 
gard in the past 80 days; others. have 
experienced no improvement and some 
say they are encountering more diffi- 
culty in obtaining the leather they 
need now than they did during the war. 
The strike in the packing houses was 
a factor in the leather supply situation 
whose effect is now being felt. In St. 
Louis the strike of truck drivers, which 
lasted 21 days, proved a gerious set- 
back that affected both production and 
shipments. 

In spite of these problems, a number 
of men’s shoe manufacturers queried 
recently told Boor AND SHOE RECORDER 
that they thought shoe deliveries might 
show gradual improvement from month 
to month, beginning in April or shortly 
thereafter. Several reported they have 
already been able to step up delivery 
schedules slightly. A few were pessi- 
misfic about any eagly improvement, 
but the majority expressed the opinion 
that shipments can be increased later 
in the year, probably by early Fall. 

At the recent mid-Winter meeting 
of Mew York state shoe retailers in 
Syracuse, considerable discussion cen- 
tered around the subject of merchan- 
dise supply and deliveries. It was the 
opinion of retailers present, some of 
whom had made a close study of the 


- situation, that little improvement could 


be anticipated before Fall. The view 
was expressed that the retailers will 
be fortunate if they can start the year 
1947 on a basis anywhere near normal. 

All of these conditions constitute 
serious problems, not only for the shoe 
manufacturers, who are striving 


against odds to increase production and 
thereby provide the only satisfactory 
solution of the economic difficulties now 
confronting the trade, but also for the 
retailers who not only are losing sales 
opportunities but who must also face 
the customers who come into their 
stores in search of the shoes they need 
and cannot find. Keeping customers 
reasonably satisfied and retaining their 
good will under today’s conditions is 
a problem in public relations of no 
small proportions and one that will 
claim more and more attention from 
merchants in the next few weeks. It 
concerns not only the shoe retailer, but 
merchants in every line of business 
where shortages exist, and this in- 
cludes most of the apparel trades. 

Hosiery is another line of merchan- 
dise in which the supply situation is 
extremely tight, and one that affects 
all shoe retailers who sell women’s 
hosiery. Edward Atkins, secretary of 
the Popular Price Shoe Retailers Asso- 
ciation; recently wired John D. Small, 
head of the Civilian Production Ad- 
ministration, to suggest that three 
steps be taken to relieve the situation, 
namely: Allocation of rayon yarns to 
hosiery mills, which would enable many 
small mills to utilize idle machinery; 
allocation of nylon yarns to the ho- 
siery industry in recognition of the 
fact that “hosiery is a more critical 
need than bathing suits, sportswear 
and other apparel items” now obtain- 
ing nylon yarns, and immediate em- 
bargo on exports of “rayon and nylon 
hosiery until critical domestic needs 
are more adequately met.” 

Mr. Atkins told the administrator 
that members of his association, with 
stores in 48 states, reported shelves al- 
most bare of hosiery. 














Uruguay Seeks Leather- 
Working Machinery 
WASHINGTON—The leather and shoe 
manufacturing industry in Uruguay is 
ready to invest about $200,000 in Amer- 
ican-made leather-working machinery 
as soon as it is available for purchase, 
according to the Department of Com- 
merce. Preference of the trade appears 
to center on new rather than rebuilt 
or second-hand equipment with all pos- 
sible impovements, it was said. 
Wartime demands were reflected in 
an expansion of Uruguay’s tanning in- 
dustry and leather production increaseil 
nearly 50 per cent in the five-year 
period from 1940 through 1944, accord- 
ing to “Progress of Leather and Shoe 
Manufacturing in Urguay” prepared 
in the Commerce Department’s Leathe: 
Unit and issued as a part of the Indus- 
trial Reference Service. Twelve new 


tanneries were established in Uruguay 
from 1942 to 1944 causing the number 
of tanneries in the republic to number 
55. Two new modernized establish- 
ments are being planned, it was said. 
An export trade in leather, must be 
maintained to keep these establish- 
ments operating despite the fact that 
the domestic market can currently ab- 
sorb larger quantities of leather than 
are available. 

Excellent leather can be produced ia 
Uruguay but some tanners in the past 
shortened and cheapened tanning proc- 
esses to effect economies necessitate] 
by competitive factors in the domestic 
market, according to the Comnterce De- 
partment. Tanners are now making 
serious efforts to improve the quali-y 
of their products in order to fulfill the 
exacting specifications of purchasers 
abroad and the rising standards of the 
manufacturing industry at home. 
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